














COMPLETENESS... 
Progressively Engineered! 


Ain 


NEW “SUPER 38” PERIMETER DIFFUSER 
18” long. BIG 38 inches free area. Rugged 

igh Impact Polystyrene face. Wide 
diffusing ait pattern. Decorator styling. 
2-tone beige finish. 


a — nck | 
NO. 20 SERIES REGISTERS AND GRILLES 
Sidewall or gneay P been one of air 
alancin 
ton my finish. Full cones 


NO. 188 SERIES BASEBOARD 

PERIMETER DIFFUSER 

Finest available. Easy, fast to install. 

Patented Rotary Damper permits consistent 

air pattern. Adjusto-Stop balancing. Variety of 
sizes. Beige prime coat finish 


GRILLES, DIFFUSERS 


Ain 
Coutiol 


for 
QUALITY 


ROUND AND SQUARE CEILING DIFFUSERS 
30% to 50% greater free area. Decorator 
styling. 2” width Air Flow rings deflect air 
along ceiling with minimum resistance. Wide 
outer ‘‘anti-smudge’’ ring. Sponge rubber 
gasket. Satin beige prime coat finish 

Many sizes and styles 


ROUND AND ARE CEILING 
DIFFUSER DAMPERS ‘ 
Rattle-free operation under extreme air velocities. Adjusto- 
Stop balancing at diffuser face. Unique nylon screw-type 
operator opens or closes dampers with ease. 


NO. 170 SERIES BASEBOARD 
PERIMETER DIFFUSERS 
Compact. Exclusive “Air-Sweep’’ styling. Big 34 sq. in. free 
area. Factory-set fins at 4 different angles. Adjusto-Stop 
on damper for easy balancing at face. 
2-tone beige or chrome plated 


NO. 25 SIDEWALL inish. Many sizes. 


PERIMETER DIFFUSER NO. 15 SERIES 


Factory-set for wide fan-shaped 
air pattern. Fully adjustable to meet 

ial installation requirements. 
ustomer-approved styling. 2-tone 
beige finish. Baseboard type also 


SIDEWALL PERIMETER DIFFUSERS 
Flared top section. Curved damper. Wide 
fan-shaped air pattern. Modern styling. 
Sponge rubber gasket. In 2 sizes. Beige 
prime coat or metalescent finish. 


available. 


NO. 150 SERIES 

pean y og FLOOR er a a ae 
ideal for projects or where low cost is actor. piece 
heavy- steel face. Dial ator. Rajusto Stop balancing. 
Locked volume setting. Sierra-Brown enamel finish. 5 sizes. 


NO. 265 SERIES MULTI-LOUVER 
REGISTERS AND GRILLES 
Exclusive Multi-Louver Valve 
provides excelient vertical 
control of air pattern. Low 
cost. Strong one piece face. 
Many sizes. Beige prime 
coat finish. 


MULTI-T 
AND GRI 
Features patented butterfly-type 
Shallo-Valve for positive air-volume 
control. Assures even air distribu- 
tion. Advanced shallow design. Ad- 
justable deflection bars. Available in 
4-way or 2-way air pattern control. 
Variety of styles, sizes and types. 


ROL REGISTERS 
LLES 


NO. 333 RETURN AIR GRILLES 
Low cost. Exceptionally large free 
area. One piece heavy gauge steel 
construction. Metalescent or beige 
prime coat finish. Many sizes. 


See the Air Control line of registers, grilles 
and diffusers at the Heating and Air Condi- 
tioning Exposition in Chicago, February 13th 
to the 16th. The Air Control exhibit—Booth 
+407—will show why Air Control is so often 
referred to as the most progressively engi- 
neered line in the industry. The entire line is 
also described in Catalog 60-AC. Write for a 
copy today. 


NO. 42 

FLOOR DIFFUSER 

One-piece face. Curved adjustable 
vanes reduce air resistance. Stream- 
lined valve. Extra strong construction 
Many sizes. Metalescent or oak finish. 


NO. 40 SERIES FLOOR REGISTERS » 


Unique design provides flat walking | A 
surface. Close mesh design. Heavy a of 


amply-spaced frets. Easy-to 
‘J 
a 
inet 
Drive 


operate dial operator. Variety 
PRODUCTS, INC. 
, " 649 S. Anderson Street 


of sizes. Oak or 
Metalescent finish. 


AIR CONTROL 


161 CENTER STREET, COOPERSVILLE, MICH. 
West Coast Warehouse A . 
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Missing a 


GOOD DEAL 
from your 


DAVIN UN 


I; service, personal help and honest-to-goodness profit 
are just words in the dictionary and not what you're 
actually getting, here’s a right-up-your-alley suggestion: 


Take a good look at International!.. . 


Find out what it means to work close with a company 
that wants to work close with you... 


Find out the sales and service benefits of having a dis- 
tributor and/or company representative stationed right 


in your area, instantly available when needed... 4 E L E ae R | 
Find out how the open line of communication between FU R NAC F 


your International distributor and the company’s home 

office can give you swift, decisive action on any sales or 60-80,000 
service problem... BT 

And best of all, find out how satisfying it is (and how U 
profitable) to do business with a firm that’s big enough 

to bring you all that’s newest and best in heating and See it, and the many 
cooling; small enough to regard your business as though other International 
it were top-priority (which it is! !) headliners at the 
Chicago Show. 





Send today for full details from International, the com- 
pany that puts the good deal in your dealership. Write 
International Heater Co., Dept. A-21, Utica, N.Y. 





GAS AND OIL HEATING 


COOLING ~~ HEATING 
ELECTRIC FURNACES i} Pratedlefel al ic) 


AND HEAT PUMPS 
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World’s only water heater with | if ee 7 \ rust-proof Vit-Rock lining 


World’s 
Only 
Bonded 











Coleman builds the most complete and only bonded line of heating and air conditioning. Investigate! 
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Thumbing Through 
This Month’s Artisan 


we discover 
how easy it is to overlook pos 
sible sources of heat loss in 
houses. Why It’s Important 
to Examine Construction De- 
tails on Replacement Work 
explains why some older 
homes, such as those using 
‘balloon type’ construction, 
are costly to heat. The article 
relates a homeowner's experi- 
ence in replacing a coal-fired 
furnace with an oil-fired unit, 
tells how two dealer-contrac 
tors made incorrect estimates 
of fuel consumption, and ex 
plains how the National 
Warm Air Heating and Air 
Conditioning Association's re- 
search staff finally tracked 
down and eliminated the 
source of excessive heat loss. 


Cold canvassing 


has paid off 
for one dealer-ccontractor 
whose crews Explain “Good 
Performance’ to Locate Mod- 
ernization Prospects. Dealer 
contractor Joe Antinoro holds 
a meeting each morning be- 
fore sending out his crews, 
during the course of which he 
explains what subject should 
be stressed that day and de- 
scribes technical details in- 
volved in the subject chosen 
so that crew members will be 
well-informed when they talk 
to prospects. The men “knock 
in this pro- 
gram. Calls lead to a satisfy- 


on every door 


ing number of replacement 
sales as well as numerous or- 
ders for overhauling of exist- 
ing equipment 


Heat pumps 


were effectively used 
for year ‘round conditioning 
of an electronics laboratory 
located in a former warehouse 
which contained no chimney, 
no heating system of any kind, 
and no fuel facilities. Where 
Performance Graph Closed 





Goctional type 


Goa 


THE 


MODERN 
CARRY-OVER 
TUBE 


engineered by 
you fo fit your 
product ! 


Now you can get efficient, low cost 
lighting for your sectional type 
burners . . . the Modern “Carry- 
Over” Tube provides integral 
lighting of sections with a positive 
flame track between the burners 
and the pilot. The Modern 
“Carry-Over” Tube is a stainless 
steel tube ¥ inch O.D. and 

is available with either single 

or double rows of lanced ports 
extending over the active lighting 
length. The Modern “Carry-Over” 
Tube is not an attachment. It 

is engineered by you to fit 

your unit and be a smoothly 
functioning component of 

your product... Write for 
complete details—no obligation. 


for safe, convenient and 
dependable “Outside 
Lighting” . . . check the 
advantages of the Modern 
Lighter Tube featuring ‘’Push- 
Button” pilot lighting. 


MODERN 
LIGHTERS, 
INC. 


South Lyon, Michigan 
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Heat Pump Sale outlines how 
a salesman showed that the 
building internal load, caused 
by the type of work per- 
formed within it, though it 
presented a problem in regard 
to summer air conditioning, 
was an asset when it came to 
heating. The article tells how 
the dealer-contractor used this 
internal load as a sales point 
and demonstrated — through 
the use of a graph showing 
outside air temperatures, Btuh 
ratings, rise in heat pump 
capacity and decrease in build- 
ing heat loss quantities 
how the load would work to 
the building owner's advan- 
tage. 


Treatment 


. of copper 
to obtain the effect of natural 
patina or to retain the bright 
finish of new metal is ex- 
plained in the article Here’s 
How to Color Sheet Copper. 
Sometimes architects do not 
wish to wait until weathering 
has accomplished a desired 
change in copper color. Or it 
may be desirable to retain the 
bright color of newly pro- 
duced or recently polished 
metal. But whatever the color 
desired — reddish-pink, as 
when new;  reddish-tobacco 
brown, as in intermediate 
stages of weathering; or sky- 
blue green, as in the final 
weathered state it can be 
quickly achieved by following 
the recommendations out- 
lined. 


24 Million U.S. Homes 
Now Use Automatic Heat 


THOSE WHO RECALL the 
early central heating systems 
without automatic control 
will find this tabulation by 
Minneapolis-Honeywell Reg- 
ulator Co. very interesting. 
Kent L. Wilson, vice presi- 
dent, disclosed there were 
24 million homes automati- 
cally heated at the end of 
1960 
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YOU 
CAN’T PASS 
...OR 
SURPASS 


Better Furnaces..Lower Prices! 


Not just lower prices — but substantial, 
heavily constructed furnaces on which the 
upgrading of performance characteristics is 
a constant, continuing process! 


Luxaire has reduced prices of the most 
wanted types and sizes of furnaces, while 
improving the already excellent qualities of 
Luxaire Furnaces. Ignition and combustion 
are quieter and more efficient than ever; 
expansion and contraction noises are neg- 
ligible; over-sized blowers provide for the 
addition of cooling at minimum cost! 


Check the new, low Luxaire prices and 
then try a Luxaire Furnace in your next in- 
stallation. There’s no more telling proof 
that, with Luxaire, you need not choose be- 
tween a low price and excellence — for Lux- 
aire gives you both! 


See your Luxaire jobber, today! 


Gas Fired Gas Fired 
Assembled and Assembled and 
Wired Winter Wired Counter- 
A. C. Units. — flow Units — 
75,000 through 75,000 through 
200,000 Btu. 150,000 Btu. Also 
Also Oil Fired Oil Fired Units 
Units — 78,400 — 78,400 through 
through 123,000 123,200 Btu. 
Btu 


Gas Fired Horizontal Furnaces 

— 80,000 through 140,000 Btu. 

Also Oil Fired — 90,000 through 
224,000 Btu. 


Oil Fired Assembled and Wired 
Winter A. C. Units — 84,000 
through 112,000 Btu. Exposed 
burner or vestibule. 


Gas or Oil Fired 
Winter A. C. 
Units. Gas: 

105,000 — 
260,000 Btu. 
Oil: 84,000 — 
224,000 Btu. 

Burn either Gas 

or Oil. 


A Complete Line of Air Conditioning . . . Unit Heaters .. . Conversion Burners 


Combinations. 
Rugged Con- 
densing Units 


s 3 
2 4) 2,3,4 and 5 Ton 
Air Cooled Split- 
, System A. C 
: ” . 


High Capacity 2 Ton 
(23,000 Btu) and 3 Ton 


Lee r with Upfiow, 
Horizontal, 
-... Counterflow (35,000 Btu) Air Cooled, 
Coils and Blower- Self-Contained 


summer A. C. Units. 


Coil Units. 


3 and 5 Ton 
Water Cooled 
Self-Contained 

Summer 

A. C. Units. 


a? 


Gas Fired Gas 
Unit Heaters. 


Conversion 
Burners. 


C. A. OLSEN MANUFACTURING COMPANY « « E:yria, onto 


¢ 
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Architectural Grilles 
for every type of installation 


He also noted that: 

@ Approximately $4 billion 
was spent by comfort-loving 
Americans during 1960 in 
the purchase of automatic 
heating equipment 

@ More than 800,000 per 
sons are employed in the 
manufacture, sale, installa 
tion and servicing of residen- 
tial automatic heating equip 
ment. Their skills range from 
research scientists constantly 
seeking to improve home 
comfort to fuel truck drivers 
and servicemen 

e In the US. alone, there 
are more than 60,000 heating 
dealer-contractors and whole 
salers who employ about 
500,000 persons (This in 
cludes warm air heating-sum 
mer air conditioning dealers 
and installers of other types 
of heating equipment for 
both residences and commer- 
cial buildings as well as in 
stitutions and industrial 
buildings. ) 


LATTICE PATTERN — 3%" Square 






































| Reid’s work. His articles are 
| indeed penetrative and are 


worded so that everyone can 
understand them. I take this 
opportunity to again let Mr. 
Doubleday know how much 
I appreciate his comment. 


Here’s a Collector 
Of Railroad Lanterns 


HAVE you ever considered 
taking up a hobby? One that 
other people haven't already 
accepted so enthusiastically 
that they've accumulated all 
the choice pieces? If you 
have, don’t select old railroad 
lanterns. Grant Wilson, who 
has been around this industry 
for many years, has a collec- 
tion that would knock your 
eye out. Most people have no 
idea how many different 
kinds there were before the 
battery type became standard 
equipment. Mr. Wilson has 
over 250 in his collection, 
and it’s still growing. 


@ Sales of residential auto 








matic controls totaled about 
$150 million during 1960 
e There are an estimated 
13,300,000 warm air heating DESIGN C ONE of the essential factors 
systems and 700,000 centrally 73'/o Free Area involved in dealer-contractor 
air conditioned homes in the 





Train Sales Guns 
On Specific Age Groups 





sales promotion plans is the 
age of the typical purchaser 
of warm air heating and sum- 
mer air conditioning equip- 


Getting exactly what you wani is no problem when 


U.S., and these figures are : f : . 
, you specify A-J Architectural Grilles. There are practi- 


expected to reach 15,800,000 


cally no limitations on size and grilles can be made to 
and 1,800,000 respectively by 


your exact order from steel, aluminum, bronze, monel 2 ; | 
1965 or stainless. Available in slotted designs B, C and D, ment. Some data has oeeans y 
and square meshes of '/", %", %" and %". been released by the Federal 


Housing Administration 
which shows a trend in buy- 

PUTT TTT TTT toward sales appeals likely to 

Doubleday, Furnace Supply HPUUAUATU TUE TA VATU VET EETUTATH TATA influence the current home 
Co., Kansas City, Mo., and buying groups. 


ing habits and points the way 
we began discussing some of In 1939, according to 
the problems of our indus NEW FROM A-J! Design E Convector-type grille with FHA, the typical age of the 
try. During the conversation, vertical pencil-proof slots for cooling or heating outlets, | buyer of a new house was 


he said, “I want to express return or exhaust application. Free area 54%. May be | 36.2 years. The typical buyer 
my appreciation for the pene 


S. W. Reid’s Articles 
Penetrative—Reader 


Not LONG AGO I met Floyd 


installed in sills, sidewalls, ceilings or floors. Available lof an existing house was 40 
| years old. In 1959, the typical 
buyer of a new home was 33 
years old and existing house 
_buyers were 33.9 years of 


A-] MANUFACTURING co. aula in existing homes 


Doubleday defines most ac Dept. A-2 3601 £. 18th St. Kansas City 27, Mo. by younger people tends to 
curately the quality of Mr | produce a growing market 


trative articles on air condi in steel, aluminum, stainless or bronze. 


tioning by S. W. Reid.” 


Send for FREE A-J Catalog 
We've had many compli- 


that contains complete specifications. 
mentary things said about 


Mr. Reid’s series, but the 
word penetrative used by Mr 
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More proof that 


Lockformers Never Wear Out! 


...1 WO good examples: 








NAROWETZ HEATING & VENTILATING CO., 
CHICAGO 





This 28-year-old Lockformer—ancient as 
machine tools go—is still earning its 
“keep” in daily lock production. Opening 
rolls and V-belts have been replaced— 

but that’s all. To replace this Lockformer 
with a new machine, simply because it looks 
old, would be a waste of money. 


GALESBURG SHEET METAL WORKS, 
GALESBURG, ILL. 





This is a 1940-vintage Lockformer “22” 
which undergoes constant use in rolling locks 
for 10 mechanics. M. P. Lauerman, President, 
reports: ‘Age has nothing to do with the 
performance of this machine. We have 

no intention of replacing it. . .” 


Nor do Lockformers become obsolete—we’re still 
replacing parts from stock for these and other old- 
timers. We don’t redesign Lockformers every year— 
changes are made only to improve quality, perform- 
ance and speed wherever possible. That’s another 
good reason why you ought to buy one... . or another 
one. Send for our complete catalog and see the full 
line-up of Lockformer sheet metal machinery. 


: manufactured by 
THE LOCKFORMER COMPANY 


Dept. A, 4615 West Roosevelt Road, Chicago 50, Illinois 
him 


In Canada: Brown Boggs Foundry & Machine Co., Ltd., 
Hamilton, Ont, 








TIME SAVING, MONEY MAKING EQUIPMENT 
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for modernization work be- 
cause, since they will be liv- 
ing in the house for more 
years, they will be more in- 
terested in new equipment 
and its contribution to their 
comfort. Too, they are more 
influenced by advertising to 
" enjoy modern living.” 

A breakdown of home 
owners with mortgages shows 
that the largest concentration 
is in the age group between 
25 and 30, which accounts 
for 24.5 percent of the new 
home buyers and for 22.6 
percent of the existing home 
buyers. Well over half of all 
home buyers are under 35, 
according to the table. The 
1959 


show the percentage distribu- 


following figures for 


tion of insured mortgages by 
age of the principal mortga 
gor for both new and exist 
ing construction. 
Age New Existing 
Homes Homes 
Under 25 12.0% 10.7% 
25-29 24.5 22.6 
30-34 22.8 21.5 
35-39 17.6 17.4 
10-44 11.3 12. 
15-49 6.6 8. 
50-59 1.5 6. 
60 & over a 


Analyses Workmen's 
Compensation Laws 


SHEET METAL CONTRACTORS 
who bid on work outside of 
their home states will want 
about regulations 
workmen's com- 
pensation. A ready reference 


to know 
governing 


guide to essential facts on 
workmen's compensation 

the 1960 edition of ‘‘Analy- 
sis of Workmen's Compensa- 
It’s available on 
order from the insurance de- 
partment of the Chamber of 
Commerce of the United | 
States ($1 per copy). Pur- | 
chasers receive free a supple- | 
ment containing all changes | 
made by state legislatures 
during 1960 


Through provision.of easy- | 


tion Laws.” 


MAKE 








HEATING 
COOLING 
GAS FIRED 
OIL FIRED 


BASEMENT UNITS 


COUNTERFLOW UNITS 


HORIZONTAL UNITS 


BLOWER FILTER UNITS 
HI-BOY UNITS CHOICE OF CONTROLS 


lle. ... for information 


and name of 
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| to-read charts, the 60 page 


| booklet 


facilitates 
C ompensat 10n 


checking 
provisions of 


_ all 50 states, the federal gov- 


| prov inces. 


ernment and the Canadian 
It also gives in 


| chart form dollar benefits to 


nearest distributor | 


THE JOHNSON FURNACE COMPANY 


2129 WEST 


117th STREET 


CLEVELAND 11, OHIO 


| amount to 


| 


employees. 

Other features include a 
concise explanation of the 
theory of workmen's com- 
pensation, the law as to 
minors, second injury, proc- 
ess and procedures, and bases 
for court review. You'll also 
find data on what accidents 
must be reported and dead- 
lines set for reports. 


Equipment Must Pay 
For Itself in 5 Years 


COMPANIES today are insist- 
ing that new office equipment 
pay for itself (regardless of 
depreciation schedules) with- 
in five years, and manage- 
ment looks for savings in 
clerical time as a means of 
recouping the cost of the 
equipment. These companies 
are asking: How many min- 
utes have to be saved at vari- 
ous salary levels to recover 
various expenditures for of- 
fice equipment ? 

For instance, a $500 piece 
of equipment supplied to a 
$65 a week clerk should save 
15 minutes a day in order for 
the cost to be recovered in 
five years. 


Use More Curtain Wall 
For Industrial Building 


r WAS interesting to read a 
report by K. W. Bennett in 
Iron Age that curtain wall 
panel installations in indus- 
trial buildings are growing 
at approximately 25 percent 
each year. It is anticipated 


| that this type of work will 


about one-half 
billion within 10 
years. 

The report states: 


dollars 


‘The majority of the pan- 
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Sawing...Hammering... Drilling... 


IT PAYS T0 STANDARDIZE ON 


Why are so many contractors standardizing on 
MILWAUKEE Electric Tools? The answer is in the 
line itself. Each tool is heavy-duty designed, ruggedly 
built specifically for the professional contractor. Versa- 
tility? Plenty of it! With the tools on this page you 
can saw, cut, hammer, drill . . . work in wood, metal, 
masonry, plastic, almost any material. That’s why we 
say “Do the whole job with MILWAUKEE.” 


There’s a “uniform feel” about all the tools. Whether 
you’re using the Sawzall or the Right Angle Drive — 


Heavy-Duty Electric Tools To Do The Whole Job 
es ws stash ELECTRIC TOOL CORP. 


5352 W. State St., Milwaukee. Wis./ See your MILWAUKEE Distributor, 


look in the Yellow Pages under Tools (electric) 
__ 


LOCK-HAMMER RIGHT ANGLE DRILLS SAWZALL 
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you feel the same smooth, steady power . . . you feel 
the perfect balance that gives you handling ease you’ve 
never experienced before. 

The growing acceptance of MILWAUKEE Electric 
Tools by contractors everywhere is proof of their per- 
formance and dependability. In addition, they cost no 
more (often less) than others. 

To save valuable time and money — improve work- 
manship — Standardize . . . do the whole job with 
MILWAUKEE. Write today for catalog G-20. 


Visit our booth No. 1158 
International Heating and Air Conditioning Exposition 


Feb. 13-16, Int. Amphitheatre, Chicago 


ELECTRIC - HAMMERS CIRCULAR SAWS 
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els being manufactured today 


are porcelain enameled steel | 
with extruded aluminum ver- | 


tical supports locking the 


panels in place. Though rela- | 


tively expensive in materials, 
erection is so rapid that in 
many cases overall costs will 
be less than for walls made 
of cinderblock. 

One manufacturer has es- 
timated that his use of alu- 
minum for this purpose will 
double by 1963.” 


Use Testing Programs 
In Hiring Employees? 


A surRvVEY of personnel test- 
ing by the Industrial Rela- 
tions News Leadership Panel 
showed: 65 percent of com- 
panies surveyed use formal 
testing programs for job ap- 
plications; 47 percent have 
expanded their program in 
the past few years, and only 
2 percent have reduced them 
Among panelists using tests, 
100 percent termed them 
worthwhile; among non 
users, 60 percent thought 
tests useful 


‘Get Employees to Rate 
You,’ SBA Suggests 


IF you've been a consistent 
reader of this column since 
last May, you will remember 
that since that time we have 
described each month one of 
the personal qualities — the 
Small Business Administra 
tion believes must be pos 
sessed or developed by busi 
ness managers who wish to 
achieve success. SBA’'s bulle 
tin No. 46 says that probably 
the most important of th 
musts’ discussed in the bul 
letin is the one designated 
“Getting to Know Yourself”’ 
(August American Artisan) 

“Getting acquainted with 
yourself demands some prac- 
tice,’ SBA points out. “You 


might, for instance, start by 


putting aside a few minutes 
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the editor’s 


CTH [mm notebook 
Beats Die Cutting |feaeneneneen 


You might try to recall the 


. 7 problems, and the ways in 

on most of our jobs Ler ygadlge der Ag 
And then you might ask 

yourself why you did just 


i@é | — [ey | What you did, in the manner 
& “| in which you did it. This will 
BE ide 4 | tell you a little about your- 
i | self, certainly a little about 
yourself as a boss. 
“However, regardless of 
5 | how skilled you become in 
‘looking within, you will 
| never be able to view your- 
| self as objectively as can 
| someone who knows you and 
works with you. One very 
effective procedure for you 
to follow in getting to know 
| yourself as others see you is 
to have your employees rate 
you on a variety of traits. 
| There is little doubt that it 
| requires a good deal of cour- 
| age on your part to do this. 
| But the chances are there is 
| no other group as intimately 
acquainted with your 
"We cut production costs on ee 
every job cut on the consultant can be another 
valuable technique to give 


Lockformer Band Saw” you greater understanding of 


“.,. because we turn out more work on it . . . cut total time yourself and your company. 
on the job by eliminating set-up time . . . and save expen- Regardless of what tech- 
sive die costs,” adds Clarence Holub, Assistant Superin- | nique you follow, the prob- 
tendent. “Furthermore, with fewer dies, we cut the risk lem of getting to know your- 
of having minor design changes to fittings turn good dies self will be a difficult one to 
obsolete overnight—or even before the first run, as some- / 
times happens.” | tackle. However, the rewards 
“This Lockformer Band Saw is one of the most profit- | may more than justify your 
able machines in our shop. Our operators can breeze efforts. Unless you acquire 
through even the most complicated patterns, stacked—say some degree of self-insight, 
—1"-high, faster and easier than they could with any es: 
other saw we've tried. Work is easier to handle on the all the management training 
Lockformer Saw ... easier to back out. And, because of programs which you may 
Lockformer’s wheel support and carbide blade guides, it’s take will be of little real or 
more accurate... doesn’t lead off like other saws costing 
3 times as much...and our cuts are as good as on any 
blanked piece.” 4 ae 
How about your shop? Could it use a money-saver like don’t you think ? 
the Lockformer Band Saw? ...3-wheel Model 24S with Next month we'll list 
full 24” throat for big jobs or 2-wheel Model 14SM with 
13%" throat for smaller work. 





lasting value.” 
A pretty good suggestion, 


some of the sources where 
“ additional help on improving 


Plenty of other money-saving features described in the business ability can be ob- 


Band Saw Bulletin .. . write: | tained. 


JOCKFORMER | 
TIME SAVING THE LOCKFORMER co. de yy Ab, 
MONEY MAKING Dept. A , 4615 West Roosevelt Road . nee 
EQUIPMENT Chicago 50, Illinois 
In Canada; Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario | Editor 
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NOTHING’S CHANGED BUT 
THE PRICES! STILL THE SAME 
FINE PRODUCTS! STILL THE 
INDUSTRY’S MOST COMPLETE 
LINE —AMERICAN-STANDARD! 


American-StandardAirConditioning 
Division has reduced prices on 
every unit in its warm-air heating 
and air conditioning line. This gives 


American-Standard Dealers the most powerful competitive position in the business—an oppor- 
tunity to match them all on price and beat them all on quality! You can make the upcoming 
cooling and heating seasons the most profitable ever. Contact your American-Standard 
Air Conditioning Division Distributor for his new, low price list. Call him today! 


If you are not an American-Standard dealer— 
right now’s the profitable time to be- 
come one! Call your nearby distributor, 
or write: American-Standard Air Condi- 
tioning Division, 40 West 40th Street, 
New York 18, N. Y. 
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AE American-Standard 


AIR CONDITIONING DIVISION 








Delco 





AAININOUNCES 


A NEW AIR CONDITIONING LINE 


CENTRAL RESIDENTIAL COOLING UNITS FOR EVERY TYPE AND SIZE OF HOME, 
NEW OR OLD! THE ENTIRE MARKET IS YOURS WITH THE GM-DELCO LINE! 








COOLING COIL (EVAPORATOR) UNIT 
Now there’s a Delco-engineered air 
conditioning unit to fit any Delco furnace. 
Installation is quick and simple. Also, 
you can convert your customer’s present 
forced air furnace to central air condi- 
tioning with just the right GM-Delco 
unit to make it easy, practical and 
profitable! 


A COMPLETE LINE OF AIR CONDITIONING, HEAT PUMPS, FURNACES, 
BOILERS AND WATER HEATERS TO MEET ALL YOUR REQUIREMENTS. 
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REMOTE CONDENSER UNIT 

The GM-DELCO line includes attractive, 
weatherproof condensing units in sizes 
to meet a wide range of needs. Durably 
built for outdoor installation and de- 
signed for the most efficient operation. 
Ratings from 22,000 to 56,000 BTU/HR. 
Maximum over-all dimensions—Height 
28%", Width 48%”, Length 31%”. 


SELF-CONTAINED SYSTEMS 

The GM-DELCO line offers you com- 
pletely self-contained cooling units. 
Shown is a type for use with hot water, 
steam or other heating systems without 
duct work. Easily installed in attic or 
crawl space with inexpensive duct work. 


THE GM-DELCO HEAT PUMP 

The GM-DELCO Heat Pump (not shown) 
is available as a self-contained or split 
system and provides both heating and 
cooling as required. 
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ANNOUNCES 
A GREAT NEW FRANCHISE 


THE GM-DELCO KEY DEALER PLAN 


2 GENERAL MOTORS’ NAME—assures top flight engineering and a universally known reputation for Reliability. 
A DIRECT FACTORY-DEALER DISTRIBUTION—planned sales, advertising, training and promotional aids. 

1 LIMITED NUMBER OF DEALERS—in each market, and only they can buy Delco equipment. 

2 PROTECTED PRICING—stable pricing with protection. 

2 DEALER LISTINGS IN NATIONAL ADS—insures your direct participation in dynamic advertising, at no cost. 
2 COMPLETE SALES BUILDING PLAN—with local advertising, prospecting, and selling plans to build your sales. 
2 OVER 200 MODELS—PLUS ACCESSORIES—GM-Delco gives you a model to meet your every need. 

A GENERAL MOTORS GROUP INSURANCE—available to eligible dealers and their personnel. 


GET THE FULL STORY RIGHT AWAY! WRITE TO DELCO APPLIANCE DIVISION, GENERAL MOTORS CORPORATION, ROCHESTER 1, NEW YORK. 


Delco 365 
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NOV! standard equipment 


for pressures to h 


| | 
! 
! 

OVER 20 | 
leading | 
manufacturers 
| incorporate this | 
Clarage equipment , 
! | 
| ! 


. and that’s not all! Clarage Type DF fan 
equipment is available for pressures to 8” 
with only slight changes from standard 


construction. 


These wheels and housings have what it 
takes for especially severe conditions. 
They're built extra-rugged throughout for 
full rated, trouble-free operation and longer 
service life. Hot dipped galvanized, spark 
resistant, and other special constructions 


can be furnished. 


Learn more... contact our nearest office 


or write us direct for complete information. 


Dependable equipment for making air your servant 


CLARAGE FAN COMPAN Y 


Kalamazoo, Michigan 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES 
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IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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EXTRA HALF-INCH ADDS TO ROOF PROTECTION 


Front is 14” lower than brake line — permits 
overflow if gutter becomes clogged. Prevents 


water from backing up under roof 


Milcor Pre-flanged Highback Gutter 


CUTS YOUR JOB COSTS 


1 Vou eliminate flashing! Back flange of gut- 
ter covers and protects the edge of the roof. Makes 
a separate roof edge unnecessary. 


& You eliminate a brake operation! Roof 
flange is already formed on every length of gutter. 


3 You finish jobs faster! Style K Hanger pro- 
vides fastest installation method in use today. 

Try Milcor Pre-flanged Highback on your next job. 
4” and 5” sizes; 10-, 20-, 25-, 30-, and 32-ft. lengths; 
28- and 26-ga. Ti-Co galvanized steel. See your 
jobber or write us for further information and prices. 


Member of the <EQ>> Steet Famity 











ULV AY 


Miicor Style K Gutter Hanger is 
hooked into open hem of 
front bead of gutter and nailed 
to roof, fastening front and 
back of gutter in one operation. 
Concealed feature simplifies 
gutter painting. This is just one 
item in the Milcor line 

of top quality roof 

drainage products. 

Look to Milcor for all 

sheet metal needs. 


You can stake your reputation on a Milcor installation! 


» Inland Steel Products Company 
DEPT. B, 4023 w, BURNHAM ST., MILWAUKEE 1, WISCONSIN 


BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND, DETROIT, KANSAS CITY, 
LOS ANGELES, MILWAUKEE, NEW ORLEANS, NEW YORK, ST. LOUIS 


ILCO 








WHAT'S HAPPENING... 





Expect to Equal 
Or Top 1960 


Furnace Sales 


Wasuinctron, D. C. Shipments 


of warm air furnaces in 196] 
should approximate 1960 levels, 
according to the Business and De- 
Administration. 
BDSA quotes Bureau of the Census 


figures which show that value of 


fense Services 


shipments of warm air furnaces in 
1960 reached a total of $1,696,368 
(forced air units, $1,173,070; 
gravity, $49,081; floor, $94,295; 
and wall, $379,922). 

Shipments of warm air furnaces 
have traditionally been closely re- 
lated to the number of new one- 
and two-family housing starts, 
BDSA points out, and notes that 
on the basis of the current trend, 
such starts probably will not exceed 
1960. “If, however,” BDSA says, 
“there should be some _ govern- 
mental stimulus during 1961, there 
may be an increased rate of single- 
family starts during the latter half 
of the year. Of great importance 
to warm air furnace manufacturers 
is the volume of replacement and 
modernization, and _ rehabilitation 
of existing homes. Outlays for these 
purposes are expected to increase 
in 1961. New markets seem to be 
developing for suspended, hori- 


zontal type furnaces.” 


Bureau to Supply 
Speakers for 


Dealer Meetings 


New York City — A “Speakers 
Bureau” for dealer-contractor and 
wholesaler groups has been estab- 
lished by Oil Heat Institute of 
America, Inc. Topics speakers will 
Sales, Salesmen, 


cover include: 


(¢ ontinued on page 99) 
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SM Workers, Insulators Dispute 
Handling of Duct Insulation Work 


Eve, IL. Disagreement be- 
tween the Sheet Metal Workers’ 
International Association and the 
International Association of Heat 
and Frost Insulators and Asbestos 
Workers over the operation of the 
existing agreement between the two 
unions is the subject of a report 
recently published by the Sheet 
Metal and Air Conditioning Con- 
tractors’ National Association. The 
report is designed to serve as a 
guide for sheet metal contractors 
should they be approached by 
representatives of the insulators’ 
union or by insulating contractors 
with the request that the sheet 
metal contractor change his proce- 
dures in the handling of shop in- 
stalled and field installed acoustical 
or thermal insulation. It describes 
the original agreement, the contro- 
versies which have arisen, and the 
status of the situation as of early 
winter, 1960. 


Representatives Meet 


On September 26, 1960, a meet- 
ing of representatives of the two 
unions and the two contractor as- 
sociations involved was called to 
discuss certain developments in re- 
cent jobs regarding the application 
of insulation to ducts. The question 
was raised by the insulating union 
and the insulating contractors as 
to whether or not it would be pos- 
sible to agree upon sizes of ducts 
which might be lined in the sheet 
metal shop or whether, in large 
sizes, the acoustical lining should 
be done on the job by asbestos 
workers. 

The position of the sheet metal 
workers’ union and the sheet metal 
contractors was that, regardless of 
size, there was never any intention 
by the sheet metal union or the 
sheet metal contractors that insulat- 


ing journeymen should be em- 
ployed in a sheet metal shop. The 
sheet metal contractor representa- 
tives explained that the material 
commonly used for thermal or 
acoustical treatment purposes can 
serve a dual purpose, and that 
where acoustical lining is applied 
it should be done in the shop dur- 
ing the fabrication of the ductwork 
and should be applied by sheet 
metal journeymen regardless of 
size of duct. 


Insulators’ Position 


At the conclusion of the discus- 
sion, the insulators’ union took the 
position that if the insulating ma- 
terial was for thermal purposes, it 
should be applied by insulating 
journeymen, either on the job or 
in the shop, even if this means in 
the shop of a sheet metal con- 
tractor. 

According to SMACNA, the po- 
sition of the sheet metal contractor 
should be to abide by the June 
1957 agreement, which provides 
that: 

1) All insulating materials ap- 
plied on outside of sheet metal 
ducts and fittings are recognized 
as coming within the jurisdiction 
of IAHFIAW. 

2) All materials required for 
the prime function of acoustical 
treatment applied inside the sheet 
metal ducts and fittings in the 
shop or on the job are recognized 
as coming within the jurisdiction 
of SMWIA. 

3) All materials required for the 
prime function of thermal insula- 
tion applied to sheet metal ducts 
and fittings on the job site are rec- 
ognized as coming within thé juris- 
diction of IAHFIAW. 

1) All materials applied inside 


(Continued on page 22) 





Don't be satisfied with less than 


HERE ARE JUST A FEW 
OF THE REASONS YOU’LL 
FIND LENNOX PROFITABLE: 


You have available the finest sales 
and service training schools in the 
industry 


Powerful selling and financing plans 
at your disposal 


Field engineering assistance, special 
help on special problems 


Famed John Cameron Swayze 


becomes your spokesman 
locally! Every afternoon, 
Monday through Friday (on 
ABC radio), he tells your 
prospects YOU are the man to 
see for home comfort. Ads in 
leading consumer magazines 
also help sell your services 

in your trading area. And there 
are two-fisted sales aids for 
every medium, every budget, 


every dealer need. 


In a phrase, it’s the ‘momentum of leadership” 
that adds the extra spark of prestige and profit 
for Lennox dealers. And that is the result of a 
great many things—such as close, friendly co- 
operation between the nearby Lennox factory and 
you, the dealer. Teamwork, in other words. It 
means factory help in tangible ways plus your 
own enthusiastic salesmanship and workmanship 
at the local scene. 


It’s true that not every dealer can qualify to 
be a part of the Lennox team. But if you have 
reason to suspect you could become a Lennox 
dealer—don’t just sit there wishing! After all, it 
costs nothing to hear the complete story in com- 
plete confidence. Mail the coupon today, or phone 
the nearest Lennox factory. 
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a LENNGX tealership' 


Lennox whisper-quiet equipment can handle ANY situation 
e IN HOMES © IN CHURCHES e IN SCHOOLS e IN COMMERCE 




















Up, down or horizontal flow heating units in choice of 
fuel: electric, gas, oil, coal. Heat pumps and air 
cooled air conditioning, of course! Over 400 in all. 


prestige and 
profit! 


CLIP COUPON TO 
YOUR LETTERHEAD 
AND MAIL TODAY! 


LENNOX Industries /[n: 


Columbus, O.; Syracuse, N. Y.; Decatur 
We EOD Ge fale lel -3 aa -t- am @ OF allel Dim ae. 
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WHAT'S HAPPENING... 


(Continued from page 19) 





Analyzes Electronic Air 
Cleaner Market Potential 


\IINNEAPOLIS How  electroni 


air cleaning for residences can 
lead to additional sales of year 
‘round air conditioning systems 
was recently explained by K. L. 


W ilson. vice Minne- 


apolis-Honeywell Regulator Co.., 


president, 


who said: “Electronic air clean- 
ing makes it possible for the heat- 
ing-cooling industry to offer, for 
the first time, a complete home 
comfort package heating, cool- 
ing. humidification, dehumidifica- 
air. Today there 
are 700.000 homes with forced 
air, central year ‘round air condi- 
United 
States. We are told that this figure 
will reach 1,800,000 by 1965. | 


firmly believe that electronic air 


tion, and clean 


tioning systems in_ the 


cleaning will give sufficient addi- 
tional impetus to year ‘round ait 
conditioning to carry it well be- 


yond that estimate. 


13 Million Prospects 


13.300.000 


homes with central forced air heat- 


“Today there are 
ing systems and it is expected that 
this number will be 15,800,000 in 
1965. Each of these homes is a 
prospect for electronic air cleaning. 
And each of these homes that buys 
air cleaning immediately becomes 
the choicest possible prospect for 
year ‘round air conditioning.” 

Mr. Wilson noted that the elec- 
tronic air cleaner industry is 25 
years old, but that it hasn't. as 
yet. “gone anywhere near as far 
He attributed this 
to several reasons: 

1) Lack of the right product 


a true residential system at the 


as it can go. 


right price. 
2) Lack of emphasis on selling. 
advertising and promotion. 


3) The fact that only recently 


has central year ‘round air condi- 
tioning begun to grow significant- 
ly, and with it, the closed-up home 
which is a natural for electronic 
air cleaning. 

L) Lack of the potential for 
“upstairs merchandising” a 
visible symbol such as a TV an- 
tenna, a thermostat on the wall, 
etc. 

5) Lack of public awareness of 
the need for clean air and the 
dangers of dirty air. 

“Perhaps we're making some 
progress on this last point,” Mr. 
Wilson stated. “A lot remains to be 
done, of course, but today’s con- 
sumer is better informed. Or, at 
least he has ample opportunities to 
read about the problems of air con- 
tamination and the logic of clean 
home. 


air in the Newspapers, 


magazines and other’ media 
throughout the country are devot- 
ing more and more space to dis- 
cussions concerning air pollution. 
Much of this is in an industrial 
vein, but it is, nevertheless an 
effective means of bringing this 


matter to the public’s attention.” 


Disagree on Handling 


Of Duct Insulation 


(Continued from page 19) 


the fan housings, all casings, fresh 
air intakes, plenum chambers, ete. 
are recognized as coming within 
the jurisdiction of IAHFIAW. 

5) Exception to Paragraph 4 
above: If a casing or plenum 
chamber consists of a sandwich of 
two layers of sheet metal materials 
with insulation material between 
same and entirely prefabricated in 
the shop. the work shall be within 


the jurisdiction of SMWIA. 


OHI Bureau to Supply 
Speakers for Meetings 


(Continued from page 19) 


Sales Administration; Oil Burner 
How They Work and 
How to Use Them; Humidifica- 
tion; Air Filtration; Dealer Man- 
agement and Competition; Reduc- 
ing Operating Costs and Giving 
Better Oil Burner and Fuel Oil 
Service; Dealer and Distributor 
Selling Oil Heat at a 
Profit; Oil Heat Equipment Story 


Nozzles 


Selling; 


National 
Drop-Off 
Time Saves Money for Dealers; 


Products. Future, 


Competition; Shorter 
and Service and Trouble-Shooting. 

Groups interested in scheduling 
an OHI speaker at some future 
meeting may contact OHI Speak- 
ers Bureau, Oil Heat Institute of 
America, Inc., 500 Fifth Ave.., 
New York 36. 


Publish Mineral 
Wool Insulation 


Standard 


New York City 


A standard 
for mineral wool building insula- 
tion has been published by the 
National Mineral Wool Insulation 
Association. Purpose of the stand- 
installed 
thermal performance of mineral 


ard is to recommend 
wool insulation and to provide a 
standard basis for certification of 
material by specifying physical 
properties and how thermal per- 
formance is determined and ex- 
pressed. 

The standard covers: Thermal 
Performance Standards; Standard 
Products; Physical Requirements; 
Test Methods; Marking of Prod- 
ucts and Packages; and Determi- 
nation of Thermal Performance 


Values. 


(More news on page 26) 
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Quiet Century motors move 
warm air through thousands of 
homes like this one 


One reason for the wide acceptance of Century 
fhp motors for furnace blowers is their unusually 
quiet operation. Their cushion bases, sleeve 
bearings, and dynamically balanced rotors vir- 
tually eliminate hum, rumble, and vibration. 
This means that you can install a Century 
equipped furnace in today’s compact homes, in 
basements or adjacent to living areas. 

Century motors are dependable, too. You 
spend less time making nuisance service calls 
because Century furnace blower motors are 
specifically designed for warm air furnace oper- 
ation. Heavy “Mylar” slot insulation and high 
temperature insulating varnish significantly add 
to electrical strength. PERMAWICK lubrica- 
tion of the sleeve bearing further assures trouble- 
free operation by maintaining a perfect oil film 
on the journal surfaces. 

Century motors are available in 48-frame and 
56-frame (where one-half horsepower capacity 
and larger is required) designs, as well as in two- 
speed models for combination heating and cool- 
ing service. For specifications and ordering 
information, contact your nearest Century 
Electric Sales Office or Authorized Distributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


€ 60-14 





NEW AIR COOLER FEATURES 


IMPROVED 
COOLING 
PERFORMANCE 


GAFFERS « SATTLER IS THE NEWEST FOR 1961! 


MORE G&S QUALITY FEATURES 
for Increased Cooler Profits 


| Bai | Bottom and Side Discharge, 
' Full-View Window Models, 
Residential and Commercial, 
2000-16,000 CFM 


BIGGER COOLING PADS — 20% 
thicker, special chemically 
treated aspen pads greatly 
increase cooling efficiency. 





Heavy Gauge Galvanized 
ay x= \ | Steel Cabinets + 2-Speed 
se = Controls * Uni-Flow Meters 


and Troughs * Water Minder 





BIG SCOOP BLOWER WHEELS — 
Comparison proves that G&S : ; 
wider, deeper blades move | ‘Sag Pad Rack * Bonderized 


greater air volume. Oversize Cabinets 


* Screw Constructed * No- 


NEW REASON TO BUY 


ope 
) You'll want to throw a wide loop 
around the Top Gun program, 
pod’ner, and heat up your G&S 


brandin’ iron. There’s a corral full 
of excitin’ gifts for you and the 
whole family when you sell Gaffers 
& Sattler air cooler —air condition- 
ing brand. And gifts start with your 
first sale. So register for Top Gun 
today! 
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NEW AIR CONDITIONING CONCEPT 


IMUNDERDIRD 
WEATHERAMIC 


It’s here, the first and only practical, field tested 
solution for pre-cooling condensing coils during 
extreme heat periods. The hotter the temperature, 
the more efficient the cooler operates—actual cooler 
discharge temperatures will be from 25° to 30° less 
than ambient air. The G&S Thunderbird Weather- 
amic condensing unit combines the best of air 
conditioning and evaporative cooling to create an 
entirely new profitable market. Customers buy be- 
cause they save three ways: 1. First cost; 2. Operating 
cost (up to 30% lower); 3. Trouble-free service. \ 


LABLE IN 
GAFFERS:SATTLER 2 AND 3 TOR 
Sell the Complete Line of PFL Air Conditioning CAPACITIES 


Precharged for Fast installation at Less cost 


Remote Units « Self-Contained Units » Heat Pumps (Field Tested) 


GAFFERS & SATTLER 
8111 W. Beverly Blvd. 
Los Angeles 48, California 


GAFFERS & SATTLER 


I'd like to know more about G&S big profit products 
and programs for 1961. 


UTILITY [_] Please send literature and other information. 


i ie [_] Please have a Representative call. 


Name 





FOR THE NAME OF YOUR NEAREST 
GAFFERS & SATTLER DISTRIBUTOR 


MAIL COUPON TODAY! 


Firm 





Address 





City — Zone ___. State 
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WHAT'S HAPPENING... 





Dealer Management 


Sessions to Feature 
39th OHI Convention 


Plans for the 
Mth annual convention of the Oil 
Heat Institute of America, Ine.. 
to be held April 23-27 at the Stat- 
ler-Hilton Hotel in Washington, 


ID). C.. are nearing completion, ac- 


New York City 


cording to Fred Heaney, president 
of OHI. 


The Distribution Division deal- 


(Continued on page 30) 


NWAHACA Schedules 
College Short Courses 


North 
State College at Raleigh has sched- 
uled the college short course spon- 
sored by the National Warm Air 
Heating and Air Conditioning 


Association for March 6. 7. 8 and 


CLEVELAND Carolina 


9. Three problems will be dis- 
cussed: 

1) Basie calculation and design 
of a heating system for a small 


resident e. 


(Continued from page 22) 


Apprentices Vie for Prizes 
As Contest Moves Ahead 


CHICAGO The 1961 


apprenticeship contest, which be- 


national 


gan Jan. 15 and will close Mar. 
31, is attracting wide interest, ac- 
Hudoba, 
secretary of the National Joint Ap- 
prenticeship and Training Com- 
mittee for the Sheet Metal Indus- 


try. 


cording to Edward P. 


Four different projects, one each 


2) Combination heating and 
cooling system for a larger resi- 
dence. 

3) Year ‘round air conditioning 
system. 

Four-day courses have also been 
scheduled for the University of 
Michigan State Uni- 


versity (which will hold its sessions 


Wisconsin: 


on four consecutive Wednesdays 


(Continued on page 30) 


Schedule of Four-Day Short Course Sponsored by NWAHACA 


Dates Place 


Mar. 6-9 North Carolina 


State College. 


Raleigh, N. C. 


Purdue University. 


West Lafayette. Ind. 


University of 

Wisconsin. 

Madison, Wis. 
Mar. 2 >». Michigan State 


12 and 19 L niversity. 


Kast Lansing. Mich 


Apr 10-13 


L niversity of 
Connecticut, 


Storrs. Conn. 


Contact 


David B. Stansel, Division 

of College Extension, P. O. 
Box 5125 

Frederick B. Morse. Division 
of Adult Education 

Robert L. Loetscher, 
University Extension Division, 
Dept. of Engineering 
Professor C. H. Pesterfield., 
Mechanical Engineering Dept. 


Albert L. Jeffers. Director 
of Conferences and 


Institutes 


for the four years, are used to test 
the skill of apprentices with equal 
training. 

A cash prize and a certificate 
will be awarded to first, second 
and third place winners in each 
of the four classifications. The 
cash prize for first place will be 
$125. $50 for second, $25 for 
third. 

In addition, a certificate of 
merit will be presented to each 
school having a winning contestant 
in the national contest. 

Local joint committees are to 
request contest materials from Mr. 
Hudoba for conducting local con- 
tests. The local contest winners can 
then be entered in the national 
contest. 
contest materials. 
write to Edward P. Hudoba, Na- 
tional 


To obtain 


Contest Secretary, 117 
Southeast 4th St., Room 220, Min- 
neapolis 14, Minn. Be sure to state 
the number of apprentices inter- 
ested in entering the contest in 
each classification. These requests 
should be submitted as soon as 


possible. 


OHI to Certify 
Installation Men 


New York City Representa- 


tives of oil heating equipment 
manufacturers and technical per- 
sonnel from various oil companies 
recently attended a meeting held 
by the Oil Heat Institute of 
America to discuss the establish- 
ment of an examination for certi- 
fying installation men with an 
OHI certification procedure simi- 
lar to that now in use for oil heat 


service technicians. 


(More association news on page 30) 
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THE PROFIT PARADE IN THE 60'S 
WILL BE LED BY JANITROL SELECT DEALERS! 


Paced by the exclusive Janitrol Select Dealer Plan that gives you action in place of promises... 
adds vital new depth and dimension to your Growth and Profit Future! 


check-out the highLighta | 


The Finest Factory Technical Training Program in the in- 


J - ie Competitive Pricing . . . made possible by famous Janitrol 
dustry . tuition-free for Select Dealers! 


advanced engineering and new automated production lines. 

‘ : ina re : - 
Personalized Dealer Management Services . . . expert Puts Select Dealers in the driver’s seat with quality at low cost! 
guidance in all phases of management, including sales training, 
recruiting, accounting, advertising, and engineering available The Top Brand Name . . . Janitrol leadership in design and 
to Select Dealers at no cost! quality is nationally recognized and acclaimed. Over two 


Dealer Information Service authoritative newsletters, million Janitrol units have been sold! 
bulletins and periodicals keep Select Dealers up to date on 
latest developments in equipment, applications, service and 


merchandising slants! | A Great Line ... A Complete Line including the all-new 


Regular Regional Meetings . . . bring Select Dealers and Jan- 52 Series condensing units! 


itrol personnel together for stimulating discussions of merchan- 
dising, management, engineering and other subjects pertinent 
to dealer growth and profit! 

Liberal Dealer Stocking Plans . . . assure the equipment re- 
quired by Select Dealers will be on hand when needed. 


Free Retail Salesman Training and Aids . . . Janitrol helps 
recruit and train salesmen for Select Dealers. Provides proven, 
sales-clinching presentation manuals for cooling, heating and 
new home builder selling! 


Protected Territories .. . Select Dealer Franchises in any market 
area are limited. No “free-wheeling” franchising to choke 
off profits! 


Powerful Planned Co-op Advertising . a year-round pro- 
gram of hard-hitting local level advertising and promotion pre- 
pared for you by experts! 

Powerful National Advertising . . . to create demand in your 


own local market for Janitrol products—back up your sales 
and promotion activities! 


Promotion Package Worth $300.00 . . . for newly franchised 
Select Dealers. Includes illuminated signs, floor and window 
displays, colorful literature, demonstration kits, etc. 


Yellow Page Telephone Listings . . . reserved for you, as a 


Select Dealer, in your own local phone book under the JAN- 
ITROL headings. 


FOR SOARING PROFITS IN THE SIXTIES, JOIN 
THE JANITROL SELECT DEALER GROUP! WIRE 
COLLECT FOR COMPLETE INFORMATION, 
ABSOLUTELY WITHOUT OBLIGATION... 


Now, a cooling line built to bring you 
new sales and profit opportunities . . . do 
away with installation and service head- 
aches! The new 52 Series units have 
larger coils for higher efficiency . . . dis- 
tinctive, prestige styling . . . sun-shaded 
coils . . . weather-resistant finish .. . 
acoustically treated cabinet . . . 100% 
safety for children and pets. Top exhaust 
protects nearby plants . . . Full A.R.I. 
Certification . . . operates with up to 
125°F outside temperature! 


Other quality products in Janitrol’s full line include Oil and 
Gas-Fired furnaces in horizontal, vertical and counter-flow 
models . . . plus a special line of competitive equipment built 
for the high volume, new home market! In cooling, Janitrol 
covers the residential and commercial markets with economical, 
self-contained units; add-on, modernization units and a com- 
pletely new series of air-cooled condensing units. Janitrol Unit 
heaters, duct furnaces and schoolroom conditioners blanket 
the industrial heating market with a wide selection of models 
from 30,000 up to 1,750,000 Btu inputs. 

You owe it to yourself to get the full story on Janitrol’s full 
line . . . plus the fabulous Janitrol SELECT DEALER PLAN! 
WIRE COLLECT RIGHT AWAY! 


ARITROL 


HEATING AND AIR CONDITIONING 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio + in Canada: Moffats Ltd., Toronto 15 


, 








Hugh Kirkland (Right), President, Kirkland Masonry, Inc., Miami, Fla., talking to Dick Rogers, his Dodge Representative. 


“Last year, we got over $4,400 in new business 
for every dollar we invested in Dodge Reports’ 





“Dodge Reports actually doubled our business in 
1959, the first year we used them,” says Mr. Kirk- 
land. “And we doubled that increase last year!” 
Mr. Kirkland concentrates inthe competitive south and 
central Florida markets. When he decided that his 
firm could realize its maximum growth potential only 
by actively competing for more commercial, industrial 
and residential contracts, he began using Dodge 
Reports. “We knew,” he says, “that unless we kept 
ahead of the latest developments in these markets, 
contracts would be awarded to our competitors before 
we even heard of the jobs.” In the two years since 
that decision, his firm has captured over $3-million in 
new business — most of it commercial and industrial 
contracts that he couldn’t even have bid on without 
Dodge Reports. Today, he is one of south Florida’s 
leading masonry contractors. 

Daily Dodge Reports tell Mr. Kirkland all he needs 
to know: type of project and cost, names of owners, 


* w. DOOGE 


{ DODGE 


reports 


119 W. 40th St., New York 18, N.Y. 


CORPORATION 
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architects and engineers, names of general contractors 
bidding, results of the bidding, and award of the gen- 
eral contract. “We have to be there with a bid before 
the general contract is awarded because the GC has 
to incorporate our bid in his,” Mr. Kirkland says. 
“Dodge Reports give us the facts we need in time 
to figure the job and get it!” 

Dodge Reports can get new business for you, too 
— at surprisingly low cost. Send the coupon for fur- 
ther information. Or, consult your telephone directory 
for the Dodge office (in over 80 principal cities) 
nearest you. 


F. W. DODGE CORPORATION 
Construction News & Statistics Div., Dept. AA-21 
119 West 40th Street, New York 18, N. Y. 
Please [_] send me your brochure “How Subcontrac- 
tors Get More Work in New Construction.” 
(1) send full case history on Mr. Kirkland. 


[] have a Dodge Representative call. 


Nome __ 





Company - . See 


Address 





City 








WHAT'S HAPPENING... 


(Continued from page 26) 





ARI Introduces Course 
In Syracuse High School 


With a 


“pilot” operation already in effect, 


Wasuincton, D. C. 
the training committee of Air- 
Conditioning and Refrigeration 
Institute’s unitary air conditionet 
section hopes to expand its train- 
ing program into a dozen or more 
public sf hool systems by the be- 
1961-62 school 
ARI’s ultimate goal is to 


ginning of the 
vear. 
produce a training course in air 
conditioning service and mainte- 
nance usable in high schools and 
vocational schools throughout the 
country where a need exists for 
the training of installation and 


service mechanics. 


Classes Now Being Conducted 


According to A. E. Meling. 
chairman of ARI’s training com- 
mittee and director of service for 
Carrier Air Conditioning Co., pilot 
classes are now being conducted 
at Central High School, Syracuse. 
two at night and one during the 


day. In addition to high school 


College Short Courses 
Scheduled by 
NWAHACA 


(Continued from page 26) 
instead of four consecutive days) ; 
the University of Connecticut; and 
Purdue University. 

The Purdue University course 
will stress air distribution system 
design, selling and engineering. 
Other lectures will cover heat loss 
and heat gain for perimeter sys- 
tems, humidification and moisture 
control, acoustical insulation, and 
other subjects. There will be two 
design problems, one involving a 
small house, the other a tri-level 


residence. 


students attending the day class, 
56 men from the offices and shops 
of dealer-contractors, mechanical 
contractors, manufacturers and 
distributors in the Syracuse area 
are attending the two night classes. 

The course which will be devel- 
oped as a result of these and sub- 
sequent prototype classes probably 
will include curriculum material 
for both day and extension course 
students. In addition, ARI plans 
to prepare a set of instructions 
showing how 
senting ARI 


turers could go about introducing 


distributors repre- 
member manufac- 
similar courses in local high 


schools, Mr. Meling said. 


OHI to Feature Dealer 
Management Sessions 


(Continued from page 26) 


er-management conferences will be 
held on April 26 and 27. Subjects 
to be covered include: Manage- 
Attitudes and How They 


Personnel and 


ment 
Affect 


Developing Sales of Present and 


Business; 


Newer Type Equipment; Phases of 
Service That Most Affect the Pub- 
lic; Proper Service and Installation 
Equipment Saves Time — and 
and Rapid 
Development of Service Contract 
Sales. 


Time Means Money; 


According to Charles Bendix, na- 
tional chairman of the Old Timers’ 
Club, that organization will hold 
its annual dinner and celebration 


Tuesday night, April 25. 


NWAHACA to Investigate 


Humidity Requirements 


CLEVELAND The Humidifica- 
tion Study Group of the National 
Warm Air Heating and Air Con- 
ditioning Association held an or- 
ganizational meeting recently to 
formulate plans for studying con- 
trolled humidity during the heat- 
ing season. The group will be di- 
which 


will investigate the following sub- 


vided into five sections, 


jects: 
A Desired humidity range. 
B Factors affecting mois- 
ture requirements. 
Procedure for determin- 
ing moisture require- 
ments, including method 
of measurement. 
Types of equipment 
available. 
- Equipment selection con- 
siderations and recom- 


mendations. 


Members of the newly formed 
Russell W. Geisler, 
Skuttle Mfg. Co.; 
Joseph Perlman, vice president, 
Auto-Flo Corp.; William M. My- 
ler Jr., manager, Product De- 
sign Section, Janitrol Heating and 
Air Conditioning Div., Midland- 
Ross Corp.; William H. Wentling, 
director of engineering, Lau Blow- 
er Co. (chairman of the new 
group); John A. Selvaag, chief 
development engineer, Research 
Products Corp.; Warner W. Mar- 
tin, assistant chief engineer, Vik- 
ing Air Products Div. of Lau 
Blower Co.; Kenneth Fournier, 
sales manager, Skuttle Mfg. Co.; 
James M. Martin, NWAHACA; 
H. J. Carr, vice president, Maid- 
O’-Mist, Inc.; and Paul Herr, 
president, HERRmidifier Co., Inc. 


(More news on page 32) 


group are: 
president, 
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Wi LLIAMSON 


. Cc y —_ ‘ E — _ 
. Another Williamson First 


4 C we = ‘ Actual miniature Seal-Tite® fittings — 
Res ee @ perfectly hand crafted . . . a remarkable 
new approach to clinch your heating or 


! 
vie Wesenencie Chambers cooling sales at a greater profit ! 


3310 VI4 Madi Road, Cincinnati 9, Ohi . . 
lpi nore seta es adiais a: ‘ Now you can take fittings into the home 
That is quite a case! I’m interested. 


Send information to me... and demonstrate why your exclusive 
Seal-Tite air distribution system will do 
a far better job in providing home 
Address — comfort. Here’s just another exclusive 
+ City et ale reason for being a Williamson Dealer ! 








Name 











Send coupon for information or contact 
your local supplier 
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YOU CAN “PUT 
THE BITE"’ ON 


Southern fasteners would pass 
the old-time ‘‘bite'’ test for qual- 
ity without adoubt. They'll stand 
any test for quality because they 
are made by USA specialists 
using USA materials 

You can ‘‘put the bite'’ on 
Southern for service, too. Con- 
tact your Southern distributor 
today, or write, wire or phone 
Southern Screw Company, P.O. 
Box 1360, Statesville, North Car- 
olina. Phone TRiangle 3-7213. 
Manufacturing and Main Stock in States- 


ville, North Carolina. Warehouses: New 
York «+ Chicago + Dallas + Los Angeles 


Tapping Screws + Machine Screws& Nuts 
+ Stove Bolts « Drive Screws + Carriage 
Bolts +- Continuous Threaded Studs - 
Wood Screws « Hanger Bolts - Dowel 
Screws 


scREWw COMPANY 


nORTH CA 


WHAT'S 
HAPPENING... 





1960 ‘Year of Gains’ 
For Air Conditioning 


Wasuincton, D. C. Reviewing 
achievements of the air condition- 
ing industry during the past year. 
George S. Jones Jr.. managing 
director of the Air-Conditioning 
and Refrigeration Institute, said: 
“We can look back on 1960 as a 
year in which our industry not 
only held its own, but showed con- 
crete gains in most areas. For ex- 
ample, it appears that sales of 
unitary air conditioners, a cate- 
gory which includes all central 
residential equipment as well as 
some smaller commercial jobs, will 
be up at least 10 percent over 
1959.” 


Report ‘Breakthrough’ 


Biggest air conditioning news 
of 1960, according to Mr. Jones, 
was the “breakthrough” in the 
installation of central residential 
equipment by builders of new 
homes. In 1960, he pointed out, 
builders of many medium and low 
cost development homes began in- 
cluding year ‘round air condition- 
ing as standard equipment. “One 
builder is now planning construc- 
tion of 4500 homes — some of 
them priced under $15,000 all 
of them equipped with central air 
conditioning,” Mr. Jones stated. 


Certification Moving Ahead 


Reporting on the progress of 
ARVs unitary air conditioner cer- 
tification program, he said that 
virtually all unitary equipment now 
being installed in homes bears the 
ARI Seal of Certification, which 
assures the purchaser that equip- 
ment has met certain requirements 
specified by ARI and that it will 
produce the cooling capacity 
claimed for it by the equipment 
manufacturers. 





YOU are invited 


to read and use 
AMERICAN ARTISAN 


You who are making your liveli- 
hood from warm air heating, resi- 
dential air conditioning or sheet 
metal contracting can best use the 
practical helps published in Amer- 
ican Artisan each month. 


@ Last year's record is evidence 
that the Artisan covers these sub- 
jects most thoroughly: over 400 fea- 
ture pages on Air Conditioning and 
Warm Air Heating, Sheet Metal 
Fabrication and Contracting, Man- 
agement Methods. —in addition to 
useful departments such as Ques- 
tions & Answers, New Products, 
Trade Literature, Association Activ- 
ities, etc. 


@ You will get in the Artisan vital 
information and practical “know- 
how” of dollars-and-cents value to 
your business. It points the way to- 
ward hetter methods, lower costs, 
and improvements in merchandising 
and contracting procedures, also 
correct practices in design, fabrica- 
tion, installation, and servicing. 


@ Just one idea could easily pay 
back many times the small amount 
of your entire subscription. By or- 
dering now, you'll automatically get 
the next big annual Buying Direc- 
tory described below. 











TO KEENEY PUBLISHING COMPANY 
6 N. Michigan, CHICAGO 2, ILL. 


O.K. . . . Enter this subscription for 
AMERICAN ARTISAN to start 

or first possible issue — for term 
checked below, at special introductory 
rate of 


1 3 Years, (36 big ‘ssves) $6.00 
Saves you $3—Same as 1 year FREE. 


C1) 2 Years, (24 big a eee 
Seves you O DOLLAR CASH. 


Check here [] for 1-year trial for $3. in U.S 


Rates to Canada = 3 yrs., $12; 2 yrs., 
$8.50, or 1 yr., $5 


(It is understood that this will bring me the 
Annual Buyers’ Guide Directory Section of 
Equipment, Manufacturers and Trade Name 
Index in each January issue.) 


[] I enclose check for $ 
later 


C] Send bill 


My Name ‘ ‘ 
(Please Print) 


Title 

Firm 

Street 

City 

Postal Zone No 


Business 
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BEAUTY SHOP 


OFFICE 


SYSTEMS 


RIGHT IN THE MIDDLE WHERE 
THERE’S MONEY TO BE MADE 


% It’s vented for safety. (Vent is concealed.) %* Hides in the wall, takes no space at all. 
(Only 14” wide by 10” deep.) *% You offer floor-level heat in one, two, or three directions. 
%* Only a small grille shows on one side if you use fully-hidden installation method. * Installs 
simply—the simplest, by just putting it against a wall. % Offer a choice of single or two-speed models. 


You can bet DAY & NIGHT has no special ax to grind in this area. DAY & NIGHT makes the best 
of both other types of heating equipment. But there’s that fertile market in between where you can make a 
healthy profit. It’s the market that won't settle for “just heat” in a merely adequate, low-cost unit — yet can’t 
(or won't) pay for the long-run ductwork required by central forced-air systems. Where price is the prime 
consideration, you can sell the standard, single-speed model. The two-speed FA Panelray model should 
be your big seller. Its normal setting holds operation to a low flame, low speed level, stretching use of 
fuel and power over longer period for more even temperature. High setting allows burner and 
fan to respond to thermostat regulation for full-speed, full-flame operation. 

It fits your middle market perfectly! 


IT’S THE NEW 


DAY & NIGHT 6O FA PANELRAY 


For complete installation specifications, write to: 
DAY & NIGHT MANUFACTURING COMPANY 855 ANAHEIM-PUENTE ROAD, LA PUENTE, CALIF. 
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Basic combination control 
(Series 5010) 


Electric operator — 
snap action 


Pressure regulator 


Thermal bulb operator 
— modulating/on/off 


Caught in the act of reducing inve 


HERE'S THE PICTURE OF CONTROL FLEXIBILITY . . . control adaptability that 
means lower inventory for manufacturers of space heaters, unit heaters and recessed wall 
furnaces. We don’t use mirrors! It’s all done with A-P’s Series 5010 gas valve — a basic 
control that easily converts to any of the three automatic controls shown above. Stock only 
the basic valve — add an accessory to suit any customer need. 

Investigate the Series 5010 today. You'll discover an 85,000-Btu capacity valve “com- 
packed” into a mere handful. The convenience of this streamlined smaller size will result 
in easier installation . . . lower production costs. Operates on all gases (with or without 
regulator). For full details, write for Bulletin G180. 


Visit Booth 803 at Heating and Air Condi- Crealive. ‘ 
tioning Exposition, Chicago, Feb. 13-16, 1961. ic Conliole for sndlutley. 


CONTROLS COMPANY OF AMERICA 
HEATING AND AIR CONDITIONING DIVISION 


2452 N. 32nd Street, Milwaukee 10, Wis. * COOKSVILLE, Ontario + ZUG, Switzerland 
HAC.-13.60 
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Does Your City Ordinance Need Revising? 


ON A RECENT editorial field trip, we talked with 
a dealer-contractor who is managing a company 
founded by his father in 1923. Business volume 
grew as the warm air heating industry grew. In 
1953, however, its volume was in the $750,000.00 
bracket. Each year since 1953, annual sales have de- 
creased even though the company has sold and in- 
stalled many summer air conditioning systems. 
Business volume in 1960 was about 60 percent of 
the 1953 total. 

When we asked the dealer-contractor what he 
attributed this condition to, he said, “Partly to our 
refusal to sell at a lower price. We cannot design, 
install, and provide skilled servicing on a twenty-four hour basis for any less 
than the price we quote. 


“The fact that contributes to prices lower than ours (and offered by 
others) is due to the competition of unqualified, so-called dealer-contractors, 
some of whom are in business only during certain months of the year and 
others who are in business only on weekends.” 


To protect the public, this dealer-contractor feels that existing city ordi- 
nances should be revised to make it more difficult for incompetent persons to 
enter the highly skilled heating, air conditioning, and sheet metal field. Re- 
vision of existing ordinances could include examinations that would require 
an applicant to have a technical understanding of the industry, a certain mini- 
mum of business management experiece, and a record of ethical conduct. 


“Revisions of existing ordinances should also include regulations that 
would require the applicant to show sufficient financial responsibility to pro- 
tect those who buy from him and those who extend credit,” he says. 


A fourth major revision that he proposed would be an increase in the 
license fee to help provide accurate follow-up on all sales reported as re- 
quired by law. 

It was this dealer-contractor’s opinion that such a program would not be 
a restraint of trade in any manner, but would permit established dealer-con- 
tractors to better serve the public and the industry through the installation of 
systems that would produce a higher degree of comfort, and be ready to pro- 
vide service at any hour of the day by well-trained service personnel. 


Some critics of such a plan may point out that this type of licensing ordi- 
nance would tend to permit established businesses to charge more for their 
products and services, and to limit the number of competitors. Such a point 
of view would be far from the truth, as the number of dealer-contractors 
competing for the quantity of work within any one area would continue to 
offer the benefits of competitive bidding to the purchasing public. 
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FIRST STEP in a sales presen- 
tation is a careful description 
of the wide range of equip- 
ment available and its per- 
formance objectives 


xplain “Good Performance’ to Locate 


*"THERE ARE MANY PEOPLE who are 
ready to buy a good warm air heat- 
ing system. but who have for 
put off 


dealer-contractor. We 


one reason or another 
calling a 
have based our entire sales program 
on locating these people and help- 
ing them reach a decision to have 
their present heating system mod- 
ernized, We use personal contact 
as the key to locating the prospect 
and we find that the pleasant asso- 
ciation our company enjoys with 
the customer helps bring in pros- 
pects that would not have otherwise 
come our way.” says Joe Antinoro. 
Roval Warm Air. Inc.. Rochester. 
SS 2 


odernization Prospects 


... is the business philosophy of this 


dealer-contractor who sends out 


trained crews to do this and nothing else 


Prospects are located by trained 
crews of canvassers, each of whom 
carries company identification that 
is used to introduce him to the 
homeowner and to open the con- 
versation. Though cold canvassing 
provides a basic contact with pros- 
pects who have postponed having 
their heating systems attended to. 
Roval Warm Air has found that it 
does not always result in the re- 
placement of outdated equipment. 

However, this personal contact 
frequently does result in the com- 
plete overhaul of the fuel burner 
and modernization of the duct sys- 
tem, 


In cases where only overhauling 


of the mechanical equipment is 
performed, the cleaning and adjust- 
ing is done by a trained service 
crew. Upon completion, the service 
crew places a sticker on the front 
of the furnace. The sticker bears 
the company name, address and 
phone number. It has been found 
that the sticker serves as a re- 
minder that the heating equipment 
will ultimately need replacing and 
the air distribution system will 
have to be modernized. 

Some service customers have 
used the sticker as a_ reference 
when discussing heating problems 
with neighbors. As a result, a num- 
ber of modernization leads have 
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CANVASSING CREW re- 
ceives daily guidance as 
well as technical informa- 
tion about good heating 
system performance 


come to Royal Warm Air because 
people have spent time discussing 
comments and advice provided by 
the canvassers, and have used the 
information on the sticker to con- 
tact the company long after the 
canvasser has come and gone. Com- 
pany salesmen find when they talk 
with these homeowners that they 
are better informed on the function 
of various equipment components 
and are interested in learning more 
about how modern methods have 
made it possible to have better 


comfort during the year ‘round. 
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PROSPECT IS SHOWN that the installation o 
performance of existing air distribution system 


Cold canvassing of an area is 
done under the close supervision 
of a canvassing crew manager who 
uses three canvassers to cover a 
selected area. Canvassers “knock” 
on every door in the area to pro- 
mote Royal Warm Air as the com- 
to handle the 


homeowner's heating service and 


pany best suited 


modernization needs. 

Canvassing crews work from 
noon to 9:00 p.m. It has been 
found that working from noon to 
9:00 p.m. with an hour off for din- 
ner has proven the most productive 


f duct dampers would improve 


for leads. Canvassers are paid a 
straight salary plus a small com- 
mission based upon each lead that 
develops into a sale when followed 
up by the sales staff. 

The approach of the canvasser 
is based around informing home- 
owners on the care of their heating 
equipment. At the beginning of his 
presentation, the canvasser requests 
permission to explain the heating 
equipment’s operation and why it 
needs periodic mechanical mainte- 
nance. The dual objectives of the 
canvassers are to sell maintenance 
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continued... 


New Canvassing Technique 


and to locate modernization pros- 
pects. They do not at any time ex- 
amine or dismantle any of the pros- 


pect’s equipment. 


Hold Daily Meetings 


Each day before leaving to make 
their calls, the canvassing crew is 
addressed by deale r-contractor 
Antinoro who picks out some perti- 
nent subject to stress and who ex- 
plains to the crew the best way to 
bring this subject to the attention 
of the 


scribes technical details 


homeowner. He also de- 
involved 
in the subject under discussion so 
that the canvassing crew is prop- 
erly informed about desirable op- 
erating characteristics of well-in- 
stalled equipment. 

These daily meetings serve a 


dual purpose; they not only pro- 


vide conversational material for the 





canvassers but also serve to develop 
enthusiasm among the sales staff 
who attend. Daily sales conferences 
are held with salesmen after the 
canvassing crews are sent on their 
way. Posted bulletins are used to 
keep the sales staff pepped up. 

Most of the company’s sales pro- 
motion budget is spent in the devel- 
opment of prospects through the 
personal contact (cold canvassing). 
This procedure continues to build 
good will for the company and has 
been responsible for the develop- 
ment of prospects from among the 
friends of the people contacted by 
the canvassers. These leads often 
come from outside of the area be- 
ing canvassed. 

Other sales promotional activity 
engaged in by the company in- 
cludes a half-page ad (444 X 314 
in.) published in a “TV Log” dis- 
tributed weekly by a supermarket 


RELOCATION of 
supply registers 
from partition walls 
to a perimeter lo- 
cation helps pros- 
pect to understand 
the engineering 
that will go into 
modernization of 
the existing system 
and how this 
change will hold 
deviation in room 
temperature to a 
minimum 


chain with 50 stores in the area. 
This ad costs about $350.00 for a 
26 week period. 

Location of a prospect and the 
closing of a sale goes somewhat 
along these general lines: The can- 
vasser, when he locates a prospect 
interested in modernization of the 
present heating plant, immediately 
asks permission to use the pros- 
pect’s phone to call the company 
office where he reports the pros- 
pect’s name and interest. He then 
makes an appointment (immedi- 
ately, if possible) for the prospect 
to meet with a senior salesman. 
(The office is kept open until the 
last canvasser reports by phone 
that he has completed his calls for 
the day.) 

Upon receiving the name of an 
interested prospect, a senior sales- 
man immediately arranges his 
schedule to be at the address on 
time. The first step in his opening 
presentation is a discussion with 
the prospect of the various types 
of equipment available and suitable 
for his need. Four-colored litera- 
ture, supplied by the manufacturer 
and the wholesaler, is used for this 
purpose. Various components of 
the equipment and its features are 
pointed out in everyday language 
so that the prospect might clearly 
what a 
heating system will do for her or 


understand modernized 


his comfort. 


Inspects Equipment Carefully 


After a description of the equip- 
ment, the salesman requests per- 
examine the 


mission to present 


equipment and air distribution 
system. He also requests the pros- 
pect to accompany him. 

Upon entering the basement, 
with notebook in hand, he exam- 
ines the mechanical equipment and 
the air distribution system, taking 


pains to point out to the prospect 
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Unlocks Door to Many Prospects 


that new methods have made it 
possible to improve on the perform- 
ance of outdated equipment and 
systems now in use. For instance, 
should he find branch ducts with- 
out air volume damper controls, he 
points out to the prospect that one 
of the items to be included in any 
plans submitted for a moderniza- 
tion job would be the installation 
of duct dampers and quadrants to 
control the air flow to the various 
room outlets. 

Another point often explained to 
the prospect is that where joist 
space has been panned in prefer- 
ence to use of return air ducts. his 
company believes in the use of 
ducts for both supply and return 
air because it provides more exact 
control over the air volume being 
handled by both sides of the air 
system. He points out that he 
would. in his modernization recom- 
mendations. include a return air 


duct in his plarning. 


Uses Register Relocation 


A third point. to which prospects 
have been found to be very recep- 
tive, is the location of supply regis- 
ters. Too often, the salesmen re- 
port that they find supply registers 
on partition walls and include in 
their recommendation that branch 
ducts be extended and a new sup- 
ply diffuser be located near the 
wall where heat loss is the greatest. 
They explain that air outlet loca- 
tions along perimeter walls make 
it possible to better control the air 
temperature between the floor and 
ceiling. 

Salesmen often spend as much as 
two hours to survey the premises. 
and to explain the work that is 
necessary to modernize the present 
system. If the husband is not at 
home during this first demonstra- 
tion, the salesman always informs 
the lady of the house that he will 
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take his notes and the measure- 
ments that have been made back 
to the office and work out a formal 
proposal that will provide maxi- 
mum comfort during the entire 
heating season. He explains that he 
will return at a time when he can 
talk with both her and her husband 
as it is not the company’s policy 
to accept an order until both par- 
ties have understood the benefits of 





f 4 


= 


APPEARANCE OF A METAL RETURN DUCT in place of a 


a well-designed modernization job. 

Joe Antinoro, having been both 
a serviceman and a salesman be- 
fore becoming a dealer-contractor, 
recognizes the problems and needs 
of his employees. Because of this, 
he works closely with his whole- 
saler to keep up with the latest in- 
formation about the equipment he 


uses and sales premotion tools be- 


ing recommended. 


A | * 


panned joist 


space is demonstrated by salesman to his prospect 





a 


DEALER-CONTRACTOR JOE ANTINORO (in background) solicits 


ideas from his wholesaler, Fred C. Baumbach, to keep sales staff 


producing at an effective level 





Why Its Important to 





Examine Construction Details 
On Replacement Work 


Old houses used a variety of building techniques. Some 


like the ‘‘Balloon Type”’ are costly to heat. A good rule 


is to always check the estimated heat loss against prior 


fuel consumption 


By Edward J. Brown 
Research Assistant Professor 


University of Illinois 


A LETTER received by a member 
of the research laboratory staff at 
from 


the University of Illinois 


a homeowner after one heating 
season with a new warm air system 
installed in an old frame house 
stated: 

“Last 


a hand-fired coal. 


summer | changed from 
eravity hot air 


system to a new oil-fired forced 


warm air system. During the last 
season with coal. the fuel cost was 
The 


installed my 


$145 who 
100.000 Btuh bonnet 
that | 


1350 gallons of oil at 


dealer-contractor 


capacity furnace figured 


would need 


a cost of about $200 for the sea- 
The 
reasonable to me considering the 
added 


heating. 


son. additional cost seemed 


convenience of automatic 


Used Too Much Fuel 


“Actually 


of heating oil at a cost of $375. 


I used 2500 gallons 


The dealer-contractor said the fur- 
nace should be adequate at an out- 
10 F. 


I've had another dealer-contractor 


side design temperature of 


look at the furnace and house and 


he said that the furnace should be 





THe NatTionaL Warm Air Heating 


and Air Conditioning Association 
has sponsored research on warm 
air furnaces and residential warm 
air systems at the University of 


1918. The 


sity staff which conducts the re- 


Illinois since U niver- 


search is primarily responsible for 


collecting and analyzing research 


data and reporting the results. In 


addition, they frequently answer 


questions on warm air systems 





Where This Article Began 


from dealer-contractors, engineers. 
architects. and homeowners. 
Letters have asked about such 
subjects as: furnace capacity, rela- 
tive humidity, continuous air cir- 
culation, small pipe systems, craw! 
space plenum systems, heating of 
basement rooms and many others. 
This article is a case history of an 
inquiry about excessive fuel con- 
sumption and the answer as pro- 


vided by the university's staff. 








large enough to heat the house. 
| have now reached a point where 
[ want this furnace pulled out and 
replaced with equipment that will 
do the job at a reasonable cost. 
Can you give me any advice about 
what | should do?” 

The letter did not provide suf- 
ficient information to completely 
determine the difficulty. Something 
had obviously been overlooked if 
two dealers-contractors were both 
wrong in assuming that a furnace 
with a 100,000 Btuh output would 
meet the estimated heat loss of the 
house. 

From the 6000 degree day heat- 
ing season of the homeowner’s lo- 
cality, a member of the university's 
research staff estimated the heating 
oil consumption for a 100,000 Btuh 
loss (equal to installed furnace out- 
put) would be approximately 1800 
gal. Therefore, the actual heat loss 
of the house for a fuel consumption 
of 2500 gal of heating oil was esti- 
mated at about 140,000 Btuh. 

Further correspondence with the 
original installer revealed these 
facts: 

Ll) The 


calculated a 


had 
74.000 


Btuh and from the construction in- 


dealer-contractor 


heat loss of 
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formation furnished, the univer- 
sity’s research staff came up with 
a similar figure. 

2) The homeowner lived near a 
coal mine where his $145 bought 
16 tons of coal. This amount of 
coal furnished heat equivalent to 
the 2500 gal of fuel oil used during 
the first heating season after the 
new furnace had been installed. 
This indicated that the oil-fired 
furnace was operating with reason- 
able efficiency and comparable with 
the heat output of the replaced 
coal-fired furnace. 

The research staff's heat loss esti- 
mate checked with those of the two 
dealer-contractors and yet the ac- 
tual heating oil and coal consump- 
much 
greater heat loss. Thus there was 
some unaccounted-for heat loss that 


had not been figured into the heat 


tion figures indicated a 


loss estimate. 


Construction Detail Missed 


Subsequent investigations on the 
part of the dealer-contractor under 
the research staff's guidance re- 
vealed that everyone had over- 
looked one construction detail. The 
old frame house had been built 
with what was known as “balloon 
construction” (Fig. 1). 

In this type of construction, the 
wall studs are continuous from the 
foundation sill to the attic. The 
stud spaces are also continuous. 
Since the house was old, no side- 
used. 
With this type of construction, it is 
assumed that outside air enters 


wall insulation had been 


each stud space through the space 
between the siding. is warmed and 
moves upward into the attic. (This 
movement is demonstrated by the 
arrows in Fig. 1). This was the 
source of unaccounted-for heat loss. 
And in order to eliminate it, the 
spaces had to be filled with insula- 
tion. This was accomplished by 
first blocking off the stud spaces 
at top and bottom. 

The homeowner reported his fuel 
consumption for the following win- 


ter was less than 1100 gal of oil. 
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2nd Floor 








Outdoor 
Air 


Stud Space Open From 
Basement to Attic 


Ist Floor 























Lenin 


1 Balloon construction details show how outside 
air enters stud space to create high heat loss 


indicating that the problem of un- 
accounted-for loss was solved. 

In this case, a low-cost supply 
of coal coupled with an overlooked 


Basement 


construction detail led to an incor- 
rect estimate of fuel consumption. 
The solution was not a larger fur- 
nace but elimination at the source. 





Standard for Ratin 


ir Movement Noise 


First step is to establish a usable definition of 


noise and then to define its acceptable limits 


OBJECTIONABLE AIR NOISE in summer air conditioning 
systems both at remote air cooled condensing units 
and within conditioned air distribution systems has 
caused the New Developments Committee, Research 
Advisory Council, National Warm Air Heating and 
Air Conditioning Association, to propose the follow- 
ing recommendations: 

1) That those responsible for applying centrifugal 
blowers to equipment be more cautious of factors 
which cause noise in a blower, since the industry is 
constantly struggling to overcome objectionable com- 
plaints from customers. 

2) In that no single recognized standard for blower 
noise measurement is available, that no program be 
instituted to measure noise until this standard has 


been established. 


Six Groups Working on Problem 


At present six groups are working on programs to 
adequately define air noise and its acceptable limits. 
These groups are: American Society of Heating, Re- 
frigerating and Air-Conditioning Engineers; Ameri- 
can Standards Association; American Institute of 
Electrical Engineers; National Electrical Manufactur- 
ers Association; Air-Conditioning and Refrigeration 
Institute; and Air Moving and Conditioning Associa- 
tion, Ine. 

When test standards on sound measurement and 
all its ramifications, as being studied by the listed 
groups, are completed, it is hoped that one standard 
will be adopted by all. 

In reviewing noise as it applies to centrifugal blow- 
ers when moving air, the New Development Commit- 


tee states: “Noise created by moving air is primarily 





THIS ARTICLE is the first of four reports 
made by the New Developments Commit- 
tee of the National Warm Air Heating 
and Air Conditioning Association to ac- 
quaint the members of NWAHACA’s Re- 
search Advisory Council with problems 
that will face the industry in the not too 
distant future. This month data on ob- 
jectionable noise due to air movement 
both within air distribution systems and 
at remote air cooled compressor-condens- 
er units is reported on. Members of the 
New Developments Committee are: M. E. 
Ralston, The Williamson Co., chairman; 
Al Galaba, Morrison Products, Inc.; and 
W. L. Riehl, International Heater Co. 











related to the quantity of air to be delivered (cfm) 
and the pressure against which a blower must operate 
(static pressure). Some engineers translate created 
noise into a rotational component related to the im- 
pulse created each time a blower blade passes a given 
point, and in so doing, it produces a series of indi- 
vidually distinct tones related to the fundamental 
blade frequency and harmonics. 

“The other component of noise (vortex) is largely 
due to the shedding of vortexes from the blower 
blades,” according to the committee. “It has a ran- 
dom character and a continuous spectrum over a 
wide range of frequencies. 


“In addition to aerodynamic noise, there are 
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DATA !S NEEDED on blower performance 
as it relates to wheel characteristics such 
as width, clearances, speed, diameter, 
blade shape, intake openings, etc. Also for 


equipment noises resulting from unbalance, bearings, 
magnetic (motor), belts, etc. 


Residential Blower Data Needed 


“Most data collected, unfortunately, has been col- 
lected on blower sizes larger than those normally used 
for residential applications. 

“In order to further understand statements, the 
committee believes a basic conception of terms re- 
ferred to should be clarified regarding a blower 
curve which will show: 

“A constant blower speed curve with three basic 
points to which reference may be made; these are: 

1) The point at which air flow is zero (called 
‘shutoff ’). 

2) The point at which head pressure is zero and 
air volume is maximum and known as ‘free dis- 
charge.’ 

3) The knee of a performance curve at which 
the ratio of air flow delivered by blower to motor 
brake horsepower required and known as ‘maximum’. 
This point is usually half way between free discharge 


and shutoff. 


Air Flow Rate Related to Noise 


Noise at free discharge has been found to be more 
predominantly related to air flow than to noise created 
by head pressure,” according to the committee which 
lists these points: 


Noise investigations at shutoff shows head pres- 
sure noise dominates the air flow noise. 
Blowers are seldom selected at either of these ex- 


tremities, but engineers specify an air flow rate for 


a specific head pressure. 

Air flow noise experiments show that noise de- 
creases as the aspect ratio is increased. Aspect ratio 
is described as blade width ratio to blade diameter. 
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discharge openings, static pressure, air vol- 
ume and the relation between performance 
and noise levels when variations in the 
construction occur 








Nia 
a 


= 
FRONT VIEW 


MORE INFORMATION on the re- 
lationship between air flow rate, 
register and diffuser construction is 
needed before a suitable standard 
can be set 


























Head pressure noise decreases with maximum 
aspect ratio. 

“Total noise should be given a rating based on the 
sum of head pressure noise and air flow noise. Re- 
ductions in air flow noise are obtained when the 
blower diameter has been increased. The lower noise 
levels are effective in reducing the total noise pro- 
vided the air flow noise is appreciably reduced with 
the noise due to head pressures. 

“The diameter of a blower for which the head 
pressure dominates the total noise level is then the 
optimum blower wheel diameter. 


How to Select a Blower 


“The values indicate a point of minimum noise level 
near the knee of the curve shown on rating tables 
where the blower operates most efficiently. In choos- 
ing a blower to produce minimum noise, select: 

1) A large aspect ratio. 

2) The optimum diameter which should be found 
for a specific air flow that occurs near the point of 
maximum efficiency.” 





How Duct Heat Gain 





COOLING STANDARDS 


for residential systems 





By S. W. Reid 
Air Conditioning Engineer 


Gilbert Associates, Inc. 


FOR THE AIR conditioning dealer- 
contractor there is no item more 
important on the American Arti- 
san’s “Standards for Rating Resi- 
dential 


than the one concerning the insu- 


Cooling Systems” card 
lation of ducts. Field tests con- 
ducted by the National Warm Air 
Heating and Air Conditioning As- 
sociation have shown that as much 
as 50 percent of the total actual 
cooling capacity of installed equip- 
ment can be expended in absorb- 
ing heat gained through the walls 
of a duct system. When the major 
part of the system is in uncondi- 
tioned parts of the house, particu- 
larly in the attic, this cooling ca- 
pacity is entirely lost. Because 
losses of such magnitude are rare- 
ly added to the calculated cooling 
load, their effect upon system per- 
formance can create a big prob- 
lem for the installing dealer-con- 
tractor, if they are overlooked in 
the equipment selection. 

The Artisan standard for duct 
insulation considers three types of 
unconditioned spaces through 
which cooling duct work might 
pass. 

These are basements and un- 


vented crawl spaces, crawl spaces 


Affects 


Equipment Capacity 


. . « field and laboratory tests 


show that up to 54 percent of sensible heat 


capacity can be lost when insulation 


which are vented and attic spaces. 
A rating of GOOD applies as fol- 
lows: 

1) To uninsulated duct work in 
a dry, cool basement or unvented 
crawl space where heat gain and 
or condensation will be negligible. 

2) To duct work with 4 to 1 
in. insulation plus vapor barrier 
in a damp, cool basement or un- 
vented crawl space. 

3) To duct work with 1 in. in- 
sulation plus vapor barrier in a 
vented crawl space. 

4) To duct work with 2 in. in- 
sulation plus vapor barrier in an 


attic space. 


Sources for Classifications 


Like the other Artisan cooling 
standards, the standard for duct 
insulation is drawn from many au- 
thoritative sources. Let us consider 
several of these sources. The first 
is contained in a research report 
issued by the University of Illinois 
(Performance of Ceiling Diffusers 
and Inside Wall Non-Spreading 
Vertical Jets During Summer Air 
Conditioning in Research Resi- 
dence No. 2 1957 by J. R. 
Wright and D. R. Bahnfleth). 


is not used 


Research Residence No. 2 is a 
one story frame structure with a 
full basement. For one test series 
the cooling coil located in a base- 
ment plenum was connected by a 
riser trunk to an attic plenum. 
Ceiling diffusers in each room 
were connected to the attic plenum 
by individual round ducts. The at- 
tic plenum and round branch ducts 
were insulated with 2 in. thick 
glass fiber insulation which was 
covered with a vapor barrier. The 
riser trunk and basement cooling 
coil plenum were not insulated. 
The total heat gain through the 
entire duct system represented 
17.8 percent of the equipment’s 
sensible capacity. Of this, 6.8 per- 
cent was gained through the attic 
plenum and ducts, and 11 percent 
through the basement cooling coil 
plenum and that part of the trunk 
duct system between the cooling 
coil and the attic plenum. These 
figures were applied under maxi- 
mum load conditions when the out- 
door air temperature was 90 F, the 
attic temperature was 120 F, the 
return air temperature was 73.8 F, 
the air leaving the unit was 57.5 
F and the temperature of the air 
delivered to the rooms was 60.4 F. 


AMERICAN ARTISAN, Fepruary 1961] 








2/60 Btuh 


Cla = 1.08 X Room Temp. Air Temp. at Register 





AN EXAMPLE of how air 
volume must vary with duct 
heat gain to provide the 
design cooling capacity is 
demonstrated by this graph. 
lf air entering a room 
through a register is 20 deg 
below room_ temperature, 
100 cfm will produce 2100 
Btuh sensible cooling. If, be- 
cause of duct heat gain, air 
entering through the register 
is only 15 deg below room 
temperature, 133 cfm_ will 
be required to produce 2100 
Btuh of sensible cooling 


“Constant Btuh Chart” 


Room Temperature —Air Temperature at Register, deg F 








a 


1 1 1 1 L 1 l 


130 140 150 160 170 180 190 200 
Cfm Required for 2160 Btuh Sensible Cooling 
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100 Cfm X 1.08 X Room Temp. - Air Temp. at Register 


AN EXAMPLE of how cooling = Btuh Sensible Cooling 


capacity will vary with duct 
heat gain is demonstrated 
by this graph. If 100 cfm 
20 deg below room tem- 
perature will produce 2100 
Btuh sensible cooling, then 
only 1620 Btuh can be han- 
dled with the same 100 cfm 
if sufficient heat is picked 
up in the duct to reduce its 
register discharge tempera- 
ture 15 deg below room 


| 
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COOLING STANDARDS 


for residentiol systems 


ae 


In the same residence. a second 
series of tests was conducted with 
a rearrangement of the duct sys- 
tem. This time the supply air 
ducts were located in the basement 
with the cooling equipment. Two 
extended plenums were used run- 
ning from opposite sides of the 
cooling coil plenum. Branch ducts 
from the plenums fed floor regis- 
ters. No duct insulation was used, 
since the basement was relatively 
cool and dry. Because the branch 
ducts were short, the temperature 
rise through them was negligible. 
Practically all temperature rise 
occurred between the cooling unit 
and the extended plenum take- 
offs. With a basement temperature 
of 78 F, the average air tempera- 
ture rise between the cooling unit 
and the registers was found to be 
about 1.7 deg, representing a re- 
duction in sensible cooling capacity 
of about 10 percent. 

A second source of information 
serving as a basis for the Artisan 
standard for duct insulation is 
recorded in the Proceedings of the 
First Technical Conference of 
NWAHACA, May 24-25, 1956 
(Heat Gain in Air Conditioning 
Ducts by C. W. Nessell). The re- 
port covers investigations of thirty 
single story, single family resi- 
dences of 1600 sq ft or less located 
in the South and Southwest. 

Of the thirty houses, 12 had in- 
sulated cooling ducts installed in 
ventilated attics, 11 had ducts in 
a dropped or furred ceiling of a 
central hallway. Some of them in 


Duct Heat Gain Must Be 
Included in Estimate 


the latter group were insulated 
and others were not. In the re- 
maining seven homes, the ducts 
were either in the crawl space and 
insulated or imbedded in the con- 
crete slab floor. Insufficient data 
was collected on the crawl space 
systems to permit any conclusions 
to be drawn. Only limited data 
was collected on the in-slab sys- 


tems. 


Attic Duct Heat Gain High 


Test data for houses with attic 
supply ducts showed that the duct 
heat gain was more directly af- 
fected by the type and thickness 
of insulation and the care taken 
in installing it than by the attic 
air temperature. The duct heat 
gain for this group of houses 
ranged from 9 to 54 percent of 
the actual sensible heat removed 
with an average of 25 percent. 
The average air temperature rise 
from coil to register varied from 
a low of 2 deg to a high of 9 deg 
with an overall average of 5.5 deg. 

The report says that the duct 
system showing the highest gain 
was insulated with only 1% in. 
thick insulation and reflective foil. 
both of them poorly applied. The 
system with the lowest heat gain 
thick 
insulation and foil, both of them 
Other 
thick insulation and 


was insulated with 11% in. 
carefully applied. homes 
had 1 in. 
showed intermediate duct heat 
gains. 

Heat gained by attic ducts rep- 
resents irretrievably lost cooling 
Although it might be 
argued that such gain has a tend- 


capacity. 


ency to reduce the attic tempera- 
ture, this reduction was not de- 
tectable in any field investigation 
of the series covered in the report. 


Moderate Gain in Hall Ducts 


For the houses with the supply 
ducts installed on the ceilings, 
over a central hallway, duct heat 
gain ranged from 6 to 12 percent, 
with an average of 9 percent of 
the actual sensible heat removed 
from the house. Correspondingly, 
the temperature rise from cooling 
coil to register ranged from 2 to 4 
deg with an average of 2.7 deg. 
However. since the ducts were 
either within the cooled space or 
received most of their heat gain 
from the cooled space, the gain 
largely represented useful cooling 
by perhaps as much as 80 percent. 
The lost cooling capacity with this 
arrangement of duct work, there- 
fore, is quite small and insulation 
for those sections of duct in the 
conditioned space is not consid- 
ered to be necessary. 

For houses with ducts imbedded 
in concrete slabs, the duct heat 
gain was found to represent about 
10 percent of the sensible heat re- 
moved with a corresponding tem- 
perature gain from cooling coil to 
register of 8 to 10 deg. Although 
the study of this type duct was, 
as noted previously, very limited 
and the results inconclusive at the 
time of the report, evidence was 
found that a substantial amount of 
radiant cooling was taking place 
from the floor surfaces that had 
been cooled by the air condition- 


ing ducts embedded in them. 
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Therefore, only a part of the 40 
percent heat gain can be consid- 
ered as representing no useful 
cooling. 

From the data reported above 
as the result of both laboratory 
controlled and field tests, it is evi- 
dent that heat gain to cooling sys- 
tem ducts must be taken into ac- 
count and either minimized by the 
application of the proper amount 
and type of insulation or by pro- 
viding extra cooling capacity so 
that there is sufficient net capacity 
remaining to do the primary job 


in the conditioned space. 


Use Standards to Decide 


Although it is possible to calcu- 
late with reasonable accuracy the 
amount of unwanted heat a duct 
system will absorb, this procedure 
can hardly be justified for a resi- 
dential installation unless the ap- 
plication is a critical one or unless 
the solution to a specific problem 
of under capacity is sought. In 
such cases where calculations are 
needed, the procedure and data in 
the ASHRAE GUIDE may be 
used. Where insulation is obvious- 
ly required, it should be applied 
in accordance to American Arti- 
san Cooling Standard (or in com- 
pliance with NWAHACA Manual 
11 which is about equivalent). 
Even with normal insulation, if a 
duct system is anticipated to be a 
major or significant source of lost 
cooling capacity, a corresponding 
allowance for this must be made 
in the cooling load estimate. 

Some dealer-contractors may 
feel that the problem of duct in- 
sulation is old stuff. There is a dif- 
ference, however, in that insula- 
tion applied to cool ducts requires 
the additional consideration of 
sealing against vapor. Fiber insu- 
lations are effective thermal bar- 
riers but do not prevent vapor 
from the surrounding air from 
penetrating to the cool metal sur- 
face and condensing thereon. This 
water may not only represent lost 
cooling (water 


capacity vapor 


AMERICAN ARTISAN, Fepruary 1961 


gives up its heat of vaporization to 
the air in the duct when it con- 
denses on the duct surface), but it 
also accelerates rusting. 


Vapor Penetration is Trouble 


To preverit vapor penetration of 
fiber-type insulations, it is neces- 
sary to apply a vapor barrier on 
the outer surface. This is a thin 
vapor-proof wrapping such as as- 
phalt impregnated paper, metal 
foil or plastic sheet. The vapor 
barrier must be carefully sealed at 
all joints and edges to maintain its 
integrity. Even the smallest hole 
left unsealed can admit enough 
vapor to cause trouble. A careless- 
ly applied vapor barrier may ac- 
tually be worse than none, since it 
would slow down the drying out 
of the insulation should it become 
wet. 

Insulation is available in blan- 
ket and board form with various 
types of factory-applied vapor bar- 
riers. There are also insulated pre- 
fabricated ducts available. Several 
factors dictate choice. The blanket 
type is usually the least expensive, 
but it is more easily damaged and 
does not lend itself to as neat a 
finished appearance as does the 
board type. Consequently, blanket 
insulation is usually used for hid- 
den sections of duct that will not 
normally be seen or disturbed. 


How to Install Insulation 


Blanket insulation, vapor bar- 
rier side out, is wrapped around 
the duct and secured with wire, 
metal bands or staples in the lon- 
gitudinal seams. Special vapor- 
proof cement is applied between 
all butted joints and on exposed 
edges. In addition, vapor-proof 
tape is cemented over all joints 
and seams to assure that no vapor 
will get into the insulation. Be- 
cause blanket insulation is of light 
density, care must be taken not to 
compress it, thus reducing its in- 
sulating efficiency. 

Board insulation with its fac- 
tory-applied vapor barrier is ap- 


plied with cement and metal 
straps. All precautions to seal out 
vapor must be taken in the man- 
ner described above for the blan- 
ket type. If a finished appearance 
is desired, the insulation is chosen 
with a vapor barrier facing that 
lends itself to painting. An alter- 
native method of finishing requires 
that the insulation be covered with 
a canvas jacket which is, in turn, 
painted. 


Inside Insulation Application 


Certain types of board insula- 
tions are intended specifically for 
application inside the duct. In ad- 
dition to their thermal values, 
these insulations are selected for 
their acoustical properties. They 
are useful in solving certain noise 
problems such as those where 
equipment sound is_ carried 
through supply and return ducts. 
Since it is inside the metal duct, 
this type insulation needs no va, or 
barrier. However, because it is in 
the air stream, the inner surface of 
it is usually coated with a binder 
which prevents fibers from tearing 
loose. An allowance must be made 
in duct sizing when insulation is 
used inside. The net dimensions 
must be maintained to whatever is 
required by the duct design. Even 
so, if much of a system has inside 
insulation, extra allowance must 
be made in the system air resist- 
ance calculation to account for the 
higher friction factor as compared 
with smooth sheet metal. 


An air conditioning duct sys- 
tem that “leaks” heat makes no 
more sense than and is just as 


wasteful as a water supply system 
that leaks water. The latter is not 
tolerated because of the obvious 
waste and mess. The former, 
though not so obviously messy, is 
no less wasteful. As we saw in the 
beginning of this discussion, unan- 
ticipated “heat leaks” can wreck an 
otherwise well designed system. 
Spotting and minimizing these is, 
therefore. an important part of 
design. 





ee > - 
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THERMOSTATIC EXPANSION VALVE is being connected to air cooled condensers 
for operation when the refrigeration cycle is reversed for heating 


Where Performance Graph 
Closed Heat Pump Sale 


“IF THERE IS one cut and dried 

rule for serving an air condition- 

ing prospect best, it is to engineer 

the job to fit both the prospect’s 

. om . _ = 
High internal heat gain : 
needs and the physical environ- 


adds to performance factor ment of the building.” says Robert 
E. Clauson, Fairco, Inc., Bridge- 
of 20-ton packaged system pest te _ 

An example of how this philos- 
ophy is applied was a recent in- 
stallation of two 20-ton packaged 
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TWO DEMAND METERS” and 
switching mechanism for 20 ton 
packaged heat pump are shown 
below the return air plenum. De- 
mand meters make it practical 
to determine operating efficiency 


of the equipment 


air-to-air heat pumps in an elec- 
tronics laboratory located in a 
former warehouse which contains 
no chimney, heating system of any 
kind, or fuel facilities. 


Internal Load An Asset 


The building, 21 x 196 ft, has 
a high internal load due to the 
work performed. This factor, 
though a problem in regard to 
summer air conditioning, is an as 
set when it comes to heating, espe- 
cially during periods when outside 
weather conditions come near the 
design temperatures. 

The high internal load consisted 
of roughly 50,000 kw hours of 
electronic equipment plus 10 kw 
hours of lighting. Realizing that 
this load could be put to advan- 
tage in a sales presentation, Mr. 
Clauson drew up a graph showing 
outside air temperatures (Fahren- 
heit) along the base of the graph. 
with the vertical side of the graph 
rated in Btuh. The graph showed 
the rise in heat pump capacity 
from 0 F to 60 F (based upon the 
manufacturer's ratings). and a de- 
crease in building heat loss quan- 


tities (including ventilation), 
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which was plotted by making heat 
loss calculations at various outdoor 
temperatures between 0 F and 70 
F. 
Another 
building heat loss without ventila- 


plotted line showed 
tion requirements being figured. 
A fourth set of calculations showed 
building heat loss with ventilation 
and with an allowance for the high 
internal heat load created by light- 
ing and electronic apparatus. This 
graph line began at 0 F and ended 
at 50 F. 


Graph Tells Story 


The intersection of the building 
heat loss line with the heat pump 
capacity line determines the eco- 
nomics of the heat pump installa- 
tion. This particular installation 
will heat the building without sup- 
plemental heat when the outside 
temperature is above 3 F and the 
internal heat load at its maximum. 

In designing and selecting 
equipment for the installation, sup- 
plemental heat requirements were 
based on this infrequent need. 

The internal heat load is direct- 
ly related to the demand for pow- 
er, which being high provides a 


low power rate. This became a 
favoring factor in the selection of 
packaged air to air heat pumps 
for year ‘round air conditioning. 


Mounting of Condensers 


Large air cooled condensers 
were set up on the outside on the 
east side of the building, with 
adequate space provided for the 
intake of air above the ground and 
between the condensers and the 
building. The 
mounted on concrete foundations 
approximately 3 ft high, with the 
condensers an additional foot 


condensers were 


above the foundations. 

Piping connecting the conden- 
sers to the refrigeration equipment 

- which was located in the pack- 
aged air conditioner — passed 
through a metal cabinet contain- 
ing the solenoid and expansion 
valves that permit the changeover 
from heat dissipation of the con- 


densers to heat absorption for use 


during winter operation. 

Additional expansion and sole- 
noid valves were located in the 
conditioner cabinet to complete 
the arrangement for year ‘round 
operation. 





the science of 


Be Known 
For 


= Your Help 


SELLING 


THE SUCCESS AND GROWTH of every industry depends on 
its ability to create a desiré for the products and services 
it offers. The responsibility for this motivation falls upon 
the industry's sales force, who must see to it that sales 
grow not only in volume but also in quality; that is, they 
must represent an exchange of maximum benefit to the 
customers for a fair profit to the business. This exchange 
permits — and also requires — the business to improve 
its operation constantly to serve future customers better. 

To fulfill this obligation, salesmen must be able to 
recognize the needs of prospective customers quickly, 
and then produce logical recommendations for meeting 
these needs. Thus, training new salesmen and improving 
sales forces is a continuing task of management. 

This series of articles presents some new information 
and some refinements of established sales methods which 
will be useful in sales training programs. 

If the sales staff is small, route the magazine to each 
salesman before filing it. 

If the sales staff is large enough to warrant weekly 
sales meetings, use each article as the basis for a con- 
tinuing training program. 

Wholesalers and manufacturers can assist dealer-con- 
tractors and their salesmen by building more formal sales 
training programs around this series. 


. . - here are a number of ways 
to give the 
kind of extra service that 


opens up sales leads 


THE SALESMAN has yet to be born who, at one time 
or another, has not run into the irritating question, 
“Why should I buy from you?” 

If he works for a small firm, he has to face the stiff, 
often overpowering, competition of larger companies 
with all their facilities. If he represents a large com- 
pany, sooner or later he confronts the independent 
prospect who flatly states, “I prefer to deal with 
smaller outfits.” Either way, the salesman has his 
problems. And they boil down to this point of view 
of a prospect: “If all you can offer are the standard 
advantages of buying from anybody, then why should 
I buy from you?” 

There is a good answer to this question, so simple 
that it escapes a surprising number of otherwise com- 


petent salesmen. 


People Make the Difference 


Take banks, for example. In a given city, there 
may seem to be little difference between any two. 
Each offers a 


rates are 


“complete banking service.” Interest 
pretty much the same. Service charges 
are identical. Each declares itself “the friendly bank” 
and each is about as geographically convenient as the 
other. 

It is when you meet. talk with, and size up the peo- 
ple in each of the two banks that you begin to find it 
easier to make your choice. For, suddenly, a bank’s 
personality — like the personality of any company or 


product — is personified by the human being who 
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represents it. You evaluate the bank, perhaps uncon- 
sciously, by judging its representative across the desk. 

You may find it hard to put your finger on any 
major differences between the product you sell and 
that handled by your competitor, but your prospect 
in you. Out of 180,000,000 


Americans, yours is the only personality of its kind. 


will find a difference 


It is unique. Completely yours. 

In short, the correct answer to the question, “Why 
should I buy from you?” is — or ought to be — this: 
“Because I’m me.” 

But before those three words can become meaning- 
ful, the salesman must build the most conclusive, sale- 
making differences between his proposition and that 
offered by the next man. He must literally “outde- 
serve the competition.” 


Here are nine ways to do just that. 


Go ‘‘Beyond the Call of Duty’’ 


1) Help him find something. Larry Liberman, a 
Palisade, N. J. new and used-car salesman, often 
gets a customer who wants a used car of a particular 
year and model and wants it in good condition. 
Larry doesn’t wait until such a car happens to be 
traded in on a deal, because opportunity is perishable 
and the customer might look elsewhere. 

Larry's wife rides to work with him in the morn- 
ing and, while he keeps an eagle eye on the passing 
cars that meet his customer's specifications, she copies 
down the license numbers. 

Then Larry checks the license registrations in 
order to determine ownership of those he would like 
to buy, and mails cards to each owner. These cards 
inform the car owners that Liberman has a ready 
customer for a car like theirs, making it possible for 
him to offer them more for their car. 

“Not only does this kind of effort often result in 
filling a customer's requirements for a good used 
car,” reports Larry, “but it pays an extra dividend in 
the form of additional new-car sales.” 

A heavy machinery parts salesman keeps an up-to- 
date library of reference books and clippings on his 
competition. When a customer needs a part that he 
can't supply, the salesman volunteers the name of a 


competitor who can. 
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BUILD CUSTOMER good will by getting them 
to call you for advice such as: What is the 
name of a reliable mover? Who does elec- 
trical wiring? 


Tempting fate? “I haven’t been squeezed out by a 
competitor in more than three years,” says the sales- 
man. “My customers know that I have their best in- 
terests at heart.” 

A sales representative for a pharmaceutical com- 
pany had a prospect who was moving to a new loca- 
tion and wanted to open a modern outlet. He needed 


store design ideas. 


Customer Remembers Helpfulness 


The salesman lined up the names and addresses of 
the best looking stores he could find in New York, 
then drove the dealer to the city and spent most of 
one afternoon with him looking over the various 
places. The retailer still tells the story, still glows with 
appreciation. No fear of a competitor ever nosing out 
that salesman. 





continued e e e 


Keep Customers 


Thinking of You 


Dealer-contractors are often in a position to assist 
old customers and new prospects alike with problems 
outside their field of service. If a customer (or pros- 
pect) needs a plumber, an electrician, or a trucking 
firm, the dealer-contractor can either recommend the 
firm that does this kind of work for him, or call the 
firm for the customer. 

This willingness to be of service will pay multiple 
dividends to dealer-contractors and their sales staffs 


in confidence on the part of their customers. 


Be Easy to Locate 


Sometimes the customer will need information on 
short notice — for example, an electrician to locate a 
short circuit. In cases such as this, they may want to 
ask only the person they know at the company. 

Thus it’s a good rule always to let the office staff 
know exactly where you can be located. This goes 
for dealer-contractors and their salesmen alike. 

If itineraries are such that it isn’t easy to say eith- 
er where you will be or whether you are going to be 
in an area where there’s no phone nearby, it’s a good 
idea to periodically call the office. (Let the office 
staff know about what time you will be calling. ) This 


helps customers realize you can be depended upon. 


Company Can Be Wrong Too 


2) Go to bat for him with your company. Try as 
it will, no company can be 100 percent fair to all of 
its customers all of the time. There are snafus: corpo- 
rate policies that occasionally backfire — plain errors. 

What better way to let your customer know that 
you re in his corner than to plead his case when he 
needs your help most? 

QO. D. Sutter, district sales manager of A. E. Staley 
Mfe. Co., producers of starch products, encourages 
his men to let their hair down at no-holds-barred 
sales meetings. If complaints aren’t being handled 
quickly enough, if deliveries are held up without ex- 
planation, if a customer is being incorrectly billed, 
it's brought up, discussed and not dismissed until it’s 
solved. 


Adds Mr. Sutter: “There’s nothing disloyal about 


VISIT OLD CUSTOMERS when in the neighborhood 
— it shows you appreciate their business and often 
leads to a new prospect 


a salesman who sticks up for his customer “up front.’ 
Rather, it’s the highest form of loyalty, for no com- 
pany can long exist without satisfied customers. We're 
grateful to the salesmen who tell us when we err, and 
so are the customers.” 

There are six additional things that dealer-con- 
tractors can do to earn the respect and confidence of 
customers and prospects. These subjects will be cov- 
ered in next month’s American Artisan. 
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PROGRESS OF INSTALLERS is checked by William Price, Price Heating Co., Girard, Ohio, 
who designed the special panels for the curved roof church 


Develops Special Tools and 
Cleats for Curved Roof 


.. . because standard methods would not 


BUILDINGS WITH SEMI-OVAL roofs 
often create installation problems 
that sheet metal contractors have 
not previously encountered. Such 
a problem was recently met and 
solved by William Price, owner, 
David C. Hall, Engineer and Clyde 
Losh, Shop Foreman, William Price 
Heating Co., Girard, Ohio. The 
problem was caused by the vary- 
ing degree of curvature of the 
metal roof on St. John’s Orthodox 
Church at Campbell, Ohio. 


form or secure panels 
specified by the architect 


The curvature prevented the use 
of the standard type standing 
seams specified by the architect 
Mr. C. R. Johnson. Upon comple- 
tion of a study of the specifications, 
Messrs. Price and Hall prepared a 
sample of a seam that would meet 
all the requirements of a metal roof 
standing seam — that is, it must 
stand the stresses, strains, etc. of 
contraction, expansion, wind and 
weather, yet remain watertight un- 
der all conditions. 


The sample was shown to the 
architect, who approved its use in 
lieu of the seam originally speci- 
fied. The seam approved utilized 
sheet metal panels formed into 
pans with one upright 1 in. bend 
and a second bend of 1% in. which 
was parallel to the flat side of the 
pan. The dimensions of the com- 
pleted pan are shown in Fig. 1, 
where 11% in. horizontal seams 
were used to connect adjoining 
pans. 
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ARCHITECTURAL BEAU- 
TY of metal roofs is 
brought out by the fan 
appearance of joint 
between main roof and 
roof of service build- 
ings in rear 


Roof panels were cut from 20 
X 48 in., 40 lb, long terne sheets. 
When completed, each panel was 
17 X 45 inches. 


How Panels Were Curved 


To obtain the proper curvature 
for each row of panels (they varied 
with location on the roof) a panel 
was inserted in a wooden mandrel 
that had been designed to permit 
shaping each pan to match the cur- 
vature of the roof section. Sufficient 
curve was formed to allow for the 
spring-back encountered in shap- 
ing the panel. 


Design Special Tool 


In fastening the sides of the pan- 
els together, a special hand tool 
was designed that would enable a 
mechanic to clamp a cap strip over 
the two sets of bends that formed 
the standing seam. This joint, (Fig. 
2), when completed, gave the im- 
pression of the letter,T when ob- 
served from the end. 


Cap Strips Formed in Shop 


The cap strips were formed in 
the shop on a press brake and were 
delivered to the job site, where 
they were set over the edges of 
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1 PANEL DIMENSIONS for vertical seams called for 1 in. height with a 
¥. in. lip. Horizontal seam was overlapped 1% in. with adjoining panel 


p Cap strip 
=a = 








Panel 





Panel 


Cleat 
[ arrangement 


Panel 














2 DETAILS OF HOW curved standing seam used a split cleat 
(right) to provide support for both panels. Seam was capped as 


shown at left 


two adjoining panels. As a mechan- 
ic worked his way downward, the 
cap strip took the same shape as 
the curvature of the installed pan- 
els and the roof they covered. 

The mandrel for forming the 
curvature of the panels was fabri- 
cated of wood and was 60 in. long, 


6 in. high at each end, with a 914 
in. height in the middle. Along 
each side of the mandrel was fas- 
tened a vertical board which was 
trimmed to a height 1 in. higher 
than the mandrel surface. Across 
one end of the mandrel was fas- 
tened a metal brace which was 





continued ,. . 


CURVED METAL ROOF of this church presented sheet metal 
contractor with unusual fabricating and installation problems 


used as a retainer during the bend- 
ing operation. 

In the shaping operation, shop 
fabricated panels were inserted in 
the mandrel and a 1 X 4 in. board 
was inserted on each side of the 
panel, These 4 in. boards were set 
under a retainer bar. The mechanic 
then placed his weight on the op- 
posite end of the 4 in. boards, caus- 
ing the panel to bend to the shape 
of the mandrel. 


Scaffold Built for Job 


One-inch thick boards were used 
for this operation to provide sup- 
port for the seam bends and also 


because they could be relied upon 
to spring back into their normal 
position when released. 

The roof consisted of a wooden 
base, one layer of 15 lb felt, then 
a layer of red rosin paper and fi- 
nally the terne metal panels. The 
panels were installed at the lower 
end of the roof first and in 18 ft 
sections at a time. The mechanics 
worked from a scaffold built espe- 
cially for this job. The scaffold 
used two sets of casters (one at 
each end) at both top and bottom 
to permit hoisting the scaffold over 
installed panels as the work pro- 
gressed. The casters were large 
wheels (6 in. in diameter) rubber 


covered to prevent damage or in- 
dentation of installed panels. 

Panels were held in position by 
a nailed standard 2 in. cleat at the 
top and by side cleats. The side 
cleats were designed by William 
Price to fit the new seam developed 
for this job. These side cleats were 
2 in. wide. At a height of 1 in. 
each cleat was split and folded to 
right and left so that one half of 
the cleat could be lapped over each 
of the adjoining panels. The cleat 
was then bent over the horizontal 
bend which formed the upper edge 
of the standing seam. 

Tests of air samples from the 
Youngstown area show a stronger 


STEP 1 (LEFT) AND STEP 2 (right) in the shaping of metal panels to fit roof curvature. At left wood- 
en mandrel plus two 4 in. boards provides the shape desired when mechanic places his weight at 


the end of the boards 
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percentage of sulfur fumes than 
most industrial areas, and for this 
reason the roof was given two coats 
of roofing paint to provide addi- 


tional protection against this at- 
mospheric condition. 

Completion of the roof and its 
environments was accomplished by 


STANDARD CLEATS were used 
at the horizontal seams with 
special cleats for the vertical 
seams being installed by the 
mechanic 


installing terne metal gutters, 
spouting and facia to achieve the 
architectural harmony desired by 
the architects, 


SHOP PREFABRICATED CAP STRIP is placed over special seam designed by William Price and Dave 
Hall. Seam is completed when mechanic uses special seaming tongs (right) to bend cap strip under 
and tightly against the standing seams of the two panels 
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New Designs Advance Popularity of 
Metal Roofing Throughout U.S. 


Preference based on 
long life and beauty 


ARCHITECTS ARE using their crea- 
tive and artistic abilities to produce 
new designs for such building 
components as domes, cornices, 
cupolas and roofs, Attractiveness 
of the new designs has resulted in 
a wider use of sheet metal in these 
applications. 

Several recently completed 
buildings located in different parts 
of the United States have received 
wide recognition for those who 
have employed their imagination 
to comply with approved installa- 
tion practices or who have created 
techniques to meet the demand of 
the new prototypes. The photo- 


graphs and information used in CR SR Oar 

this article have been supplied by DOME OF the International Longshoremen's and Warehouse- 

the Copper and Brass Research As- men's Union Memorial Building, San Francisco, is more accu- 

soshation. rately a hexagonal mansard roof. Use of diagonal battens 
set above the straight-lined standing seams form interesting 
triangular patterns. Ten ounce copper (18,000 sq ft) was used 
by Fire Protection Products Co., who made the installation 


2" WIDE CLEATS-I2"0C 


20 oz. C.R. COPPER 
SHEETS 30"x 96" 


COPPER NAILS 4"0.C 


CONTINUOUS 
20 oz. C.R. COPPER 
EDGE STRIP 


CONTINUOUS 
LOCKING STRIP 
SOLDERED 


2"x 4" CUT ON A TAPER 


DRIP 


INSTALLATION AND FABRICATING DETAILS for horizontal roof seam offer interesting opportunities 
for architects in the design of residential roof like the one on the next page 
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UNUSUAL CON- 
TOURS crown the 
Concordia Evangeli- 
cal Lutheran Church 
in Conover, N.C. 
Ingold Co., Hickory, 
N.C., was the in- 
staller of the 31,- 
500 Ib of 16 and 
20 oz soft copper 
stretched over the 
roof surface to 
form two _hyper- 
bolic paraboloids 


ees 


VISUAL IMPACT of this gasoline service station located in Cloquet, Minn., is due 
entirely to its roof design. Six thousand pounds of. copper shingles were installed 
ky A. W. Kuettel and Sons, Duluth sheet metal contractors 


GRADUATED STEPS 
of horizontal seams 
provide the elongat- 
ed effect achieved 
on this ranch style 
home in Uniontown, 
Pa. The graduated 
steps created by the 
horizontal seams 
blend gracefully 
with the landscape. 
Roof was installed 
by Henry J. Cooper 
Co. 
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How To Fabricate 
A Spiral 
Package Chute 


. « « that makes one and one-half 
turns in 12 ft drop. Chute 
is used for safe, 


fast delivery 


SPIRAL PACKAGE CHUTE is temporarily supported by 
angle iron legs during its last stages of fabrication. 
Chute is made of 14 ga galvanized sheet and makes 
one and one-half complete turns 


MAIL order 
stores find that the most economi- 
cal way to move packages from a 
second floor packaging room to the 
shipping dock is to use metal pack- 
age chutes. These chutes must be 
designed to use a minimum of 
space and to avoid damage to the 
package or its contents while in 
transit from the second floor to the 
shipping dock. Here is how David 
M. Todd, Gieske Sheet Metal Co., 
Kansas City, fabricates a package 
chute that makes one and one-half 
turns as it permits a drop of 12 ft. 

The chute is 36 in. wide from 
its 12 in. center stem. There is a 
24 in. vertical collar around the 
edge of the chute. A 144 X 1% 


< 1% in. angle iron rail provides 


DEPARTMENT AND 


the rigidity required at the top 


edge of this collar. It and the floor 
of the chute are fabricated of 16 
ga galvanized sheet steel. 


Floor Panels Tapered 


The floor of the chute is fabri- 
cated from 36 in. panels, trimmed 
for 8 in. at one end (stem end) and 
20 in. at the other end. The panel 
is slightly curved to provide the 
angle required for the fall distance. 
These panels are joined together 
by spot welding across the length 
of the panel. A 3 in. overlap is 
made at each panel joint. 

The first step in fabricating the 
chute is to make the stem or core. 
This has a 12 in. diameter and is 
fabricated of 14 ga. galvanized 
sheet. The sheet is rolled and 


formed in two sections. The top 
section is designed to break after 
the chute has made the first 180 
deg turn from its starting point. 
The bottom section of the stem 
handles a complete 360 deg turn 
in the chute. The upper section 
slips into the lower section, but 
welded lugs limit the distance of 
the slip joint. 

After the stem has been fabri- 
cated and assembled, it is raised 
vertically and the chute is be- 
gun at the top, with the 8 in. 
end of the first panel welded to the 
stem. This panel is supported from 
the floor with a temporary angle 
iron brace. The next panel is 
welded both to the stem and the 
lower edge of the first panel, and 
an additional temporary angle iron 
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support provided. This continues 
until a 180 deg turn has been made 
around the stem. In making this 
180 deg 
dropped one-third of the distance 


turn, the chute has 
toward its termination point (a dis- 
tance of 4 ft). The panels are 
welded to a guide line drawn along 
the side of the stem. When this 
180 deg portion of the chute has 
been completed, the 24 in. vertical 
collar is tacked in place and then 
welded to the temporarily sup- 
ported bottom panels. 


Bottom Made Next 


When the top section has been 
completed, the bottom section con- 
taining the 360 deg turn is begun. 
The same technique for attaching 
is followed, beginning at the joint 
These 


panels, after being attached to the 


between sections. bottom 
stem, are temporarily supported 
with an angle iron framework. The 
24 in. vertical collar is attached in 
the same manner as used in the 
top section and continued to the 
lower end of the chute. When the 


collar is in place, temporary hori- 
zontal support is given between the 


center stem and the outer edge of 
the vertical collar. An angle iron 
is used for the temporary horizon- 
tal support. It is spaced around the 
360 deg turn in four places. “C” 
clamps are used to hold the angle 
iron and collar in place. 

The next step is the attachment 
of the 1144 X 11% X 1 in. angle 
iron rail. This rail is bent in an 
angle iron bending machine and 
twisted to achieve the matching 
angle of the fall distance. The angle 
iron rail is then spot welded to the 
upper edge of the vertical collar. 
As this weight is added, addi- 
tional vertical supports are pro- 
vided to the chute by connecting 
temporary angle iron supports un- 
der the bottom edge of the chute. 
The attachment by welding of the 
angle iron rail is continued for the 
full 360 deg turn. 

When all welding has been com- 
pleted, the final step is use of a 
hand mandrel and a setting ham- 
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FLOOR PANELS for the spiral chute are shaped in the slip roller 
to match the angle of the fall distance 


CHUTE TERMINATION table is examined by David M. Todd (right) 
and journeyman H. H. Kramer. Table has a 4 in. lip to prevent 


packages from falling to the floor 


mer to smooth out the overlapped 
joint where each of the floor panels 
meet. The hand mandrel is set 
on the lower side of the joint and 
the setting hammer is used on the 
top side to smooth out connections 
between panels. 

Most package chutes are de- 
signed to discharge packages into 
portable carts. Thus the discharge 
point will frequently be from 2 to 


3 ft above the floor level. Placed 
at the end of the chute is a sepa- 
rate sheet metal table, formed by 
angle iron legs and frame covered 
by 14 ga galvanized sheet metal 
with rolled edges at the front and 
on the two sides. The front of the 
chute discharge is raised 4 in. to 
prevent packages from falling off 
when they reach the end of their 
drop. 





Here’s How 
To 


By Henry E. Voegeli 


Anaconda American Brass Co. 


SOLUTIONS for staining copper are best applied 


with a portable spray 


FAMILIAR COLORS of copper are 
reddish-pink when new or freshly 
brightened; reddish-tobacco brown 
in intermediate stages of weather- 
ing; and sky-blue green in the final 
weathered state. Architects have 
used these colors to achieve deco- 
rating objectives. Sometimes they 
do not wish to wait until nature - 
through weathering — has accom- 
plished its change in color. When 
this is the case, the coloring can 
be artificially achieved. For best re- 
sults in achieving artificially tinted 
colors, an understanding of copper 
and its properties is important. 


To Obtain Brown Finish 


The metal is bright only when 
newly manufactured or polished, 
or pickled with acids. The bright 
color can be maintained with a 
coating of clear lacquer for a con- 
siderable length of time inside a 
building or in a dry atmosphere. 

The brown coloring comes about 


through oxidation similar to a 


tarnish which occurs at a slow rate 
when atmospheric conditions do 
not contribute to the weathering 
process. The brown color can some- 
times be attained in less than a 
year in a heavy seacoast atmos- 
phere. This brown shade can also 
be produced artificially by apply- 
ing sulfurized potash (1 oz per gal- 
lon of water) with a brush or 
sponge. This copper-brown shade, 
with its metallic luster and bronzy 
hue, can be maintained permanent- 
ly by rubbing with oil — once 
every two to five years. Suitable 
oils are: lemon oil, linseed oil, 
straw parafin oil and castor oil. 
The proper technique is to rub on 
the oil with vigor and to wipe it 
thoroughly dry. 

The blue-green patina that is 
natural to copper develops over a 
long period of time on exposure to 
outdoor weather. This period will 
range from 7 years at the seacoast 
to 12 years inland. The patina is 
nature’s protection against further 
corrosion. It is built up through 


reaction of the copper with sulfur, 
ammonia, and_ other 
chemicals found in the atmosphere. 


chlorides 


Three Artificial Techniques 


Patina can be produced artificial- 
ly by using certain chemicals such 
as ammonium sulphate, ammonium 
chloride or hydrochloric acid with 
other ingredients. The colors that 
result are a fair imitation of natu- 
ral patina and are equally attrac- 
tive. The ammonium sulfate treat- 
ment gives a sky-blue color with 
a greenish cast. A yellowish blue- 
green color results when ammoni- 
um chloride is used. A formula 
including ammonium chloride was 
successfully used by Frank Lloyd 
Wright on Price Tower and in 
other installations. 

Another formula, which may 
have originated in Hawaii, con- 
sisting of hydrochloric acid, cop- 
per acetate, copper carbonate, am- 
monium chloride and arsenic tri- 
oxide, produces a grayish Paris- 
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Color Sheet Copper 


. -. to obtain that aged effect of natural patina 


or to retain 


the bright finish of new metal 


green color. The use of this solution 
reproduces natural patina most 
closely. 

When first created by use of 
solutions, artificial patina will stain 
and smear if touched or lightly 
rubbed. Of the three solutions, the 
color from the ammonium sulfate 
is the most adherent. Although 
once set by a few weeks of ex- 
posure to the weather, artificial 
patina will remain for years until 
natural patina has grown through 
the artificial coloring created by 
use of solutions. 


Start With Clean Surface 


Regardless of the type of finish 
desired for copper, it is important 
that the metal be thoroughly 
cleaned of grease and oil before the 
coloring process is started. Plain 
soap and hot water may suffice, 
but the help of stronger cleaning 
agents such as trisodium phosphate 
or sodium metasilicate (4 to 8 oz 
per gallon of water) may be found 
desirable. 

For a bright finish, copper 
should be prepared by removing 
the oxide from the surface. A 
brush application of concentrated 
oxalic acid or a 10 percent solution 
of sulfuric acid rubbed with steel 
wool, will remove the oxidation. 
The copper surface should then be 
rubbed in one direction only with 
fine steel wool until a_ bright, 
smooth finish is obtained. 

If a satin finish is desired, it can 
be obtained by first using a sand- 
ing belt, a buffing wheel or hand 
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614 gal Water 





Formulas for Producing 


Artificial Patina on Copper 


Cabra Solution 


(Ammonium Sulfate) 


6 lb Ammonium Sulfate 
3 oz Copper Sulfate 
114 fl oz Concentrated Ammonia 


Wright Solution 


(Ammonium Chloride) 


Sal Ammoniac and Water — Saturated 
(Apply on clean bright copper only) 


Graham Solution 
(Hydrochloric) 


3 lb Cupric Acetate technical grade crystals 

1 Ib Cupric Carbonate regular powder 

2 lb Ammonium Chloride granulated powder 
1 lb Arsenic Trioxide 

Mix above in 2 gal water, then slowly add 

1 gal muriatic acid. 

(Do not mix or transport in a metal container) 








rubbing, and completing the pol- 
ishing job with a pumice and wa- 
ter rub-down. For interior uses, 
copper should be lacquered. Where 
copper is located on a building’s 
exterior, lacquer or an oil finish 
is suitable for protecting the bright 
finish. The reddish color of bright 


copper ages more slowly than 
bronze finishes; therefore, refinish- 
ing may not be necessary for a 
year or more, depending on cli- 
matic conditions. 

The reddish brown metallic color 
for copper is obtained by darken- 
ing the metal with commercial liver 





of sulfur (potassium sulfuret) then 
blending and highlighting the work 
with fine steel wool, or rubbing 
with pumice and with water or oil. 
The work can be antiqued by 
darkening the sinkages or by an 
artistic creation of verdigris. 


Stippling is Possible 


A beautiful antique green effect 
can be produced by stippling and 
daubing bright copper with a paste 
consisting of 4 oz each of nitrate 
of copper, sal ammoniac and cal- 
cium chloride plus 1 gallon of wa- 
ter. Mix this solution with carbon- 
ate of copper to form a paste. 

Artificial 


can be produced on copper by seV- 


patina (blue-green) 


eral different chemical formulas. 
A 10 percent solution of ammoni- 
um sulfate is recommended by The 
Copper and Brass Research Asso- 
ciation and the formula is known 
as the CABRA formula. A satu- 
rated solution of sal ammoniac and 
water (ammonium chloride) was 
used successfully by Frank Lloyd 
Wright and is known as the Wright 
formula. Another formula, known 
as the makes 
generous use of hydrochloric acid. 


Graham formula, 


Three Effective Formulas 


The CABRA formula performs 
best on clean metal. Several ap- 
bright or 
slightly tarnished copper, but oxi- 
dized copper has to be brightened 
with a 10 percent solution of sul- 


plications will color 


THIS NEW COPPER WALL has bee 


takes nature years to achieve 


furic acid and rinsed before the 
solution will work. 

The Wright formula has the 
same working characteristics as the 
CABRA formula. It is not quite as 
adherent when first applied, but 
the final result is very good. 

The Graham formula uses more 
acid and is effective when applied 
to stained or weathered copper. 
This chemical solution must be 
handled with care because it is 
both a strong acid and is toxic. 
The color it produces is nearest to 
the true natural color of patina. 

When these chemicals are used, 


Copper 


continued 


pe 


n treated to produce the patina that 


an insect sprayer with a glass bowl 
is recommended. The work should 
be done in warm weather when 
there is no appreciable wind. Two 
or three applications are often re- 
quired. The first application should 
be as concentrated as is possible 
without allowing droplets of spray 
to join. 

A prolonged light rain occurring 
about 24 hours after the chemical 
has been applied will bring out the 
color. If it develops that weather 
conditions did not contribute to 
helping the patina form, try again 
— but soon. 
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You can tell a Metalbestos Man 


By the Gas Vent Calculator he uses! 





This handy new pocket computer is the only 
device of its kind to give correct answers in 
seconds to the most complicated vent design 
questions. Who’s it for? Why the man who 
installs Metalbestos, of course! It allows him 
to make his “take-offs” on the spot, give fast 
accurate bid estimates, save precious minutes 
on the job. Just one more scientific selling tool 
from Metalbestos — it’s yours without charge. 
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AVAILABLE ONLY FROM METALBESTOS * Gas Vent 
Calculator * Reader’s Digest Reprints ¢ Color Slide Film 
“Heat in Harness” * Venting Schools ¢ Vent Installation 
Handbook * Gas Vent Service Bulletins * Safety System 
Seals * Sales & Technical Literature * Ad & Article Re- 
prints * Direct Mail Materials. 





See your Metalbestos distributor or write Dept. B-1 


4 
METALBESTOS ovision 
WILLIAM WALLACE COMPANY 
BEUtLCMONT, CALIFORNIA 
| SARI 


MANUFACTURING PLANTS IN BELMONT, CALIF. © LOGAN. OHIO 














REPUBLIC House-Long 


REPUBLIC STAINLESS STEEL GUTTERS AND DOWNSPOUTS give 
years and years of trouble-free service at lowest per year cost. 
Super strong to stand up under heaviest loads of ice and snow. 
And, stainless never bleeds or discolors siding. Stainless can't 
rust out, never needs replacing. Stainless is a money-maker for 
the contractor, too. Write for data. 





REPUBLIC GALVANIZED SHEETS offer ideal fabricating qualities in air 
conditioning, heating, ventilating, and other duct work. Uniformly tight 
zine coating will not crack, peel, or flake, even under severe forming 
operations. Excellent corrosion-resistance. Long, trouble-free service. 
Available from your local steel service center. Send coupon below for 
additional informati 
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goes up easy...goes up fast...at a profit! 


Cut installation time in half and boost profits on every protection. Serves as an ideal base for red lead or zinc 

installation with Republic House-Long “K”’ Gutter in chromate primer. 

lengths up to 32 feet. Available in both 26-and 28- Republic House-Long “K” Gutters are the straightest 

gage galvanized steel. on the market, produced by precision manufacturing 
Eliminate the measure, cut, and solder practices of operations and up-to-date equipment. With Republic 

old style short gutters. Just position, fasten, and the miters and other accessories, you get an exact fit 

job is installed in half the time. No seams to mar the everytime. 

beautiful appearance of the finished job. To cut installation costs and boost profits, ask for 
The uniform zinc coating of Republic Galvanized Republic Roof Drainage Products by name. Available 

Steel Gutters is extremely tight, stays tight throughout from your sheet metal distributor. Write for more 

all forming operations. Provides years of dependable information. 


cmp) REPUBLIC STEEL CORPORATION 


DEPT. AA-1682 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on the following products: 
R FE i U a L | C % T rc te L 0 Republic House-Long “K” Gutter 


Oo Republic Galvanized Roof Drainage Products 
Ws , i Widest Range : poser can — Steel Roof Drainage Products 
of Stawalard, Stools aud, Stok, -Rr0oaduTg eS 
Firm 
Address. 


Strong, Modern, Dependable City tits ea 
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YOU AND THE LAW 








When Is An Employment Contract 
“Too Tight’? 


The dividing line between the right to 


earn a livelihood and revealing company 


secrets are defined by the court 


CONTAINED IN an employment con- 
tract between a dealer-contractor 
and a first class salesman was 
the stipulation: “The employee 
agrees that during the term of this 
employment and for a period of 
after the 


thereof for any reason whatsoever, 


one year termination 
he will not in any way, directly or 
indirectly, solicit, divert, take away 
or attempt to solicit, divert, or take 
away any of the present customers 
of this employer or any customers 
of this employer who shall become 
such during the term of employ- 
ment or seek to cause any such 
customers of the employer, who 
shall become such during the term 
of his employment, or seek to cause 
any such customers to refrain from 
patronizing this employer or assist 
any other person or persons so to 


do during the same period. 


Reemployment Limit Set 


“The employee further agrees 
that during the period of one year 
following the termination of his 
employment for any cause whatso- 
ever, he will not, within the terri- 
tory assigned to him at such termi- 
nation or any other territory which 
may have been assigned to him 
prior to such termination, become 
employed by. or active on behalf 
of any person, firm or corporation 
engaged in the business of selling 
or distributing any of the products 
sold by this employer during the 


course of his employment, and that 
he will not in any way engage in 
with 
within said territory.” 


competition this employer 


Joins Competitor 


Later the salesman left this em- 
ployment and accepted a position, 
with a competitor. When suit was 
brought to prevent the salesman 
from continuing in this position 
the former employee argued in his 
defense that the contract was un- 
enforceable, not only because it 
was in restraint of trade, but also 
that it deprived him of his right 


to earn a livelihood. 


Prior Controversey Quoted 


Law governing these features of 
that defense was set out as the sub- 
ject of a lawsuit by an employer 
based on a decision of a contro- 
versy before the courts of one of 
the eastern states in regards to a 
signed agreement that no employee 
should accept a position with a 
competitor. 

In the earlier case a summary 
was made of the law and of the 
which the 


courts will enforce an agreement 


circumstances under 


such as this one in which an 
employee has surrendered by an 
employment contract, his right to 
work for a competitor. “In all cases 
such as this, one has to ask one- 


self what 


interests of the em- 


ployer are to be protected, and 
against what is he entitled to have 
them protected,” said the court. 
“He is undoubtedly entitled to 
have his interest in trade secrets 
protected, such as secret processes 
of manufacture, which may be of 
vast value. And that protection 
may be secured by restraining the 
employees from divulging these 
secrets or putting them to their 
own use. He is also entitled not to 
have his old customers — by solic- 
itation or other means enticed 


away from him. 


Not Freed From Competition 


“But freedom from all competi- 
tion in itself, however lucrative it 
might be to him, he is not entitled 
to be protected against. He must 
be prepared to encounter this, even 
at the hands of former employees 
who enter business themselves. 

“That doctrine does not mean 
that an employer can prevent his 
employee from using the skill and 
knowledge in his trade or profes- 
sion which he has learned in the 
course of his employment by means 
of directions or instructions from 
the employer. That information 
and that additional skill he is en- 
titled to use for the benefit of him- 
self and the benefit of the public 
who gain the advantage of his hav- 
ing had such admirable instruc- 
tion. 


(Continued on page 101) 
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COOL NNEVV COMPANIONS [ee 


SELF-CONTAINED UNITS 


New 2 Ton (23,000 Btu) and 3 Ton 
(35,000 Btu) Air Cooled Units . . . 
Condenser Air Intake and Dis- 
charge from same end. . . Con- 
ditioned Air on opposite end... 
U.L. Listed for unsheltered out- 
door or flush-to-wall indoor instal- 
. . . Separate Condenser 
and Evaporator Blower. 






















lation 


discharge. 





3as and Oil Gas and Oil 
Winter A. C Counterflow 
Units Units 
Plenum Type Counterflow 9 
Evaporators riZOr 


If you are planning ways to increase your business in 1961, 
your biggest opportunity is with Summer Air Conditioning — 
and with Moncrief! 


With a complete line of 2, 3, 4 and 5 Ton sizes, Moncrief pro- 
vides the competitive power you need to get the biggest share of 
the business in your area. Moncrief Condensing Units are not 
only rugged, uncomplicated, top performers, they are also extra- 
competitive in price. And there is a compact, high-performing 
Moncrief Evaporator Coil available in every matching size. 


MONCRIEF 


(MONCRIEFY COMPANY - MEDINA, OHIO 


THE HENRY FURNACE 


HEATING AND AIR CONDITIONING UNITS 
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SPLIT-SYSTEM UNITS 


New 2, 3, 4 and 5 Ton Air Condition- 
ing Units with low velocity top dis- 
charge from Propeller Fan... 3 and 
5 Ton Units with Centrifugal Blower 
. . . Matching Evaporator Coils in all 
capacities .. . 3, 4 and 5 Ton Blower 
Coil Units for horizontal or vertical 





and U 











BLOWER-COIL 


HORIZONTAL 

















For year ‘round heating-cooling combinations, Moncrief Fur- 
naces have new, lower prices — have the large size of blower 
built-in, providing the air deliveries needed for cooling at mini- 
mum expense — plus famous Moncrief reliability. 


Check combination heating-cooling prices with your Moncrief 
Wholesaler. Compare the additional qualities you'll enjoy 
with Moncrief. 


You'll be off to a head start in the air conditioning business 
in 1961! 


FURNACE 





) 
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WHAT ASSOCIATIONS ARE DOING 





Develop Program Designed 
To Strengthen Association 


DrTROIT Over the past several 


Michigan Heating & 
Sheet Metal Association has been 


years, the 


working on the development of a 
program covering organizational 
and other activities, which is 
known as “The Michigan Plan.” 
Under the plan, a state secretary 
and the necessary staff will be em- 
ployed on a full time basis as soon 
as this becomes economically feasi- 
ble by September 1, 1961, if 
possible. It is contemplated that in 
addition to many other helps and 
services for local associations, the 
state office will send out notices. do 
the billing and have a member of 
the staff present at all regular local 
meetings. 

Other provisions of the plan are: 

1) Since local 


tions are the foundation of a strong 


strong associa- 
state association, members of the 
state board of directors will be 
elected by and from local affiliated 
associations (with the exception of 
the four officers, who will continue 
to be elected at large at the annual 
convention }. 

2) The board of directors will 


Hold Seminars 


For Manufacturers 
TORONTO First in a series of 
seminars for manufacturing mem- 
bers of the National Warm Air 
Heating and Air Conditioning 
Association of Canada was recent- 
ly held in Toronto. This seminar 
resulted in a recommendation 
that an association committee be 
formed to develop a standard for 
furnace specifications for use by 
manufacturers. A second seminar 
dealt with the subject of “Unit 


Shipments and Market Statistics.” 


be elected by and from local af- 
filiated associations on the basis of 
one contractor and one non-con- 
tractor for the first 40 active mem- 
bers or fraction thereof, and one 
additional active member from 
each affiliated local for each addi- 
tional 40 active members or frac- 
tion thereof. 

3) Membership in the state as- 
sociation shall come exclusively 
through the local associations, with 
members from areas in which there 
is no local association being as- 
signed to the nearest local. This 
provision shall also apply to associ- 


ate membership. 


Product Displays 
Scheduled for 


Pa. Convention 


AMBRIDGE, Pa. — “Better Business 
Management and Planning for the 
Future” is the theme around which 
the Sheet Metal, Air Conditioning 
and Roofing Contractors’ Associa- 
tion of Pennsylvania is building 
its 13th annual convention. The 
meeting will be held in Philadel- 
phia’s Benjamin Franklin Hotel, 
April 28-29. 

The convention committee, 
headed by Jack Simmons Jr. and 
Frank Sherwood, plans to make 
display space available to manu- 
facturers and distributors at a 
nominal daily charge. Firms inter- 
ested in taking advantage of the 
display facilities are invited to 
write Frank Sherwood, Wyandotte 
Road, Willow Grove, Pa.. or FE. W. 
Liebermann, secretary of the asso- 
ciation, at 1411 Merchant St.. Am- 


bridge, Pa, 


Northern Indiana Group 
Elects New Officers 


Gary, Inp. — Jerry Clusserath was 
recently re-elected president of the 
Northern Indiana Sheet Metal, 
Warm Air Heating and Air Condi- 

Association. 
Alex Einikis, 
Howard M. 
and J. J. 


Wesbecher, treasurer. New direc- 


tioning Contractors 
Other officers are: 
vice _ president; 

Houchens, secretary ; 
tors are Walt Humphrey, Gene 


Miller, Ed and Chuck 


Novotny. 


Gannon 


The association reports that its 
“Gage Club” is growing rapidly, 
with Jerry Clusserath leading the 
membership drive as an 18-gage 
member. To become a member of 
the club, an association member or 
associate member must submit two 
applications for membership dur- 
ing the calendar year. If the ap- 
plicants qualify for membership in 
the association, the member sub- 
mitting the applications becomes a 
30-gage member. For each addi- 
tional new member accepted in the 
association, the club member ad- 
vances to the next grade. These 
grades follow standard galvanized 
sheet gages: 28, 26, 24, 22, etc. To 
maintain membership in the club 
a member must secure at least one 
new tember for the association 


every year. 


Youngstown Contractors 
Hold Election Meeting 


Youncstown, O. The Youngs- 
town chapter of the Ohio Sheet 
Metal Contractors’ Association re- 
cently elected Robert Leedy, Roof- 
ing & Sheet Metal, Inc., Youngs- 
town, to serve as president for a 
second term. Other officers are: 
Arthur Shively, 
Loomis Heating Co., Warren; and 
Roth, Roth Bros. 


Co., Youngstown. 


vice president, 
treasurer, Abe 


(More association news on page 72) 
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No. 1042. Adjustable, 8-12”. 
Depth of cut, 244". Wood handle. 


CRESCENT HACKSAWS 


have what it takes 








No. 1046. Adjustable, 8-12”. 
Depth of cut, 24". Steel handle. 








No. 1049. Adjustable, 812° 
Depth of cut, 344”. Neoprene handle. 


NO.1047. ADJUSTABLE, 8-12 
DEPTH OF CUT, 314 
STEEL HANDLE 








No. 1O44N. Solid frame, 12". Depth of 
designed for the exacting mechanic. Choose from five a adler 


Strong, rigid, well-balanced Crescent Hacksaws are 






popular patterns having wood, steel or Neoprene 


handles and nickel or chromium plate finish. The SOLD BY HARDWARE DEALERS 


; ; AND IN ' BUTORS 
Neoprene handles are far superior to plastic. They are Dr 


Everywhere 


impervious to oil and acid, unaffected by 
extremes of heat or cold, have high 







dielectric value and are practi- 
cally unbreakable. 


Hin oh te IL ALAUEL 
£ 
Syribel of Orccllenee 


Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retcilers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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WITH THE ASSOCIATIONS 


(Continued from page 70) 








Coming Events 


(Additional Listings on Page 74) 


Mar. 16-18 . 

Research and Development Association, an- 
Hotel, High 
Point, N.C. Emol Fails, executive secretary, 


241614 Hillsboro St., Raleigh, N.C. 


February Heating and Air Conditioning 


Feb. 17-18 Sheet Metal and Roofing Con- 
tractor’s Association of Minnesota, annual 
convention. Kahler Hotel, Rochester, Minn. 
Dale O. Lynch, executive secretary, 5 W. 


nual convention. Sheraton 


Lake St.. Minneapolis 8. Mar. 23-25 Southeast Trade Exposition 
sponsored by Sheet Metal, Roofing, Heat- 


ing, Air Conditioning Contractors’ Associa- 


Feb. 20-23 Annual Industrial Ventilation 
Conference. Kellogg Center, Michigan State 
University. East Lansing, Mich. James C. 
Barrett, Michigan Department of Health. 
Lansing 4, Mich. 


tion of Georgia. B. L. Noblitt. executive 
secretary. 208 Red Rock Bldg.. Atlanta 3. 


April 


Apr. 6-7 — Sheet Metal, Air Conditioning and 


Roofing Contractors Association of Illinois, 


March 
Mar. 6-8 Sheet Metal Contractors’ Associa- 
tion of Wisconsin, annual convention, Hotel 
Schroeder, Milwaukee. Robert S. Schmie- 
der, executive secretary. 8320 W. Blue- 


mond Rd.. Milwaukee. 


annual convention. Pere Marquette Hotel. 
Peoria, Ill. M. P. Lauerman, secretary, 237 
E. Tompkin St., Galesburg, Ill. 


Apr. 10-12 National Warm Air Heating & 
Mar. 6-8 Ohio Sheet Metal Contractors’ Air Conditioning Association of Canada, 
Nether- 
lands-Hilton Hotel, Cincinnati, Ohio. Don 
Dieterle, executive secretary, 1603 S. Cove 
Blvd.. Toledo 6. 


Association, annual convention. annual convention. Seaway Hotel, Toronto. 
T. A. Clark, general manager, 4195 Dundas 


St.. W.. Islington, Ont. 


Apr. 13-15 


Association, annual convention. Boca Raton 


Gas Appliance Manufacturers’ 
Mar. 15-17 Michigan Heating & Sheet 


Metal Association. annual convention. Ho- 
tel Henrose. Detroit. N. 5. Biddle. secretary, 
3035 E. Grand Blvd.. Detroit. 


Club and Hotel, Boca Raton, Fla. Gas Ap- 
pliance Manufacturers’ Association, 60 E. 


12nd St.. New York 17. 











Detroit Elects 
1961 Officers 


DeTROIT Officers and directors 
for 1961 were elected at a recent 
meeting of the Detroit Heating 
and Air Conditioning Association. 
Tony Miller is the group’s new 
president; Thomas Krutsch, vice 


Albert 


tary; and Milton Moss, treasurer. 


president ; Norris, secre- 


Directors are John Colomina. 
Glenn Haskins, Frank Kinsel, Ear! 
McKenna and Clarence Tressler. 


Harold Bowie is past president. 


ASHRAE To Close 
Cleveland Laboratory 
New Yor City The American 
Society of Heating, Refrigerating 
and Air-Conditioning Engineers re- 
ports that it has decided to con- 
tinue research through an _ ex- 
panded grants-in-aid program to 
colleges and private laboratories 
and to close its laboratory in Cleve- 
land. At the present time, the so- 
ciety is sponsoring 11 research 
projects at nine colleges throughout 
the country. 


Name Apprentice 
Committeemen 


MILWAUKEE Mike Poja, presi- 
dent of the Sheet Metal Contrac- 
tors Association of Wisconsin, 
Inc., recently appointed the fol- 
lowing as employer members of 
the newly reactivated State Joint 
Apprenticeship Committee for the 
Sheet Metal Industry: Frank 
Kramer, Milwaukee; Louis Al- 
brecht, Madison; Bob DeCaster, 
Green Bay; and Al Olsen, Racine. 


( Vore assoc iation news on page 74) 
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Produce 
Adjustable Elbows 





IN LESS THAN 
ONE MINUTE! 


on New 
Maplewood 
ELBOW 
MACHINE 


with EXCLUSIVE AIR-CYLINDER 
for LOWERING UPPER ROLL SHAFT 





Cuts and Beads Each Segment 
MAPLE WOOOD In One Revolution of Tube. 


> — Makes Complete Elbow 
Ei bere Without Change of Rolls. 
ROLL FORMING MACHINES 


Rolls Are Changeable for Sizes 3” to 36”. 
DIVISION OF ROCKFORD MACHINE TOOL CO 
2500 KISHWAUKEE STREET ROCKFORD. ILL 


Used In All Furnace and Sheet Metal Shops! 


Write Maplewood for Complete Details 
and Specifications! 


COMPLETE LINE OF ROLL FORMING 
AND SHEET METAL EQUIPMENT 
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WITH THE ASSOCIATIONS 


(Continued from page 72) 





IHACI Holds Election Meeting; 
Horn Named Group's New President 


Meet to Discuss 
SM Safety Movie 


Los ANGELES Newly elected atelli, Grand Heating; Dan Stone, LAKELAND, FLA. Prospects are 


president of the Institute of Heat- 
ing and Air Conditioning Indus- 
tries is Art Horn, Day and Night 
Mfe. Co. New vice president is 
James Williams, Permanent Pipe 
Products Co. Serving as secretary- 
treasurer is Dale Davenport, Gra- 
nada Heating. The board of direc- 
tors is composed of Walter Balders- 
ton. Don Glenn Heating; Glenn 
Darrow, Darrow Heating Corp.: 
Mr. Davenport; Gordon L. Payne, 


E. L. Payne Heating: Tom Pin- 


Stone Bros. Heating; Mr. Wil- 
liams: Al Lockwood, Pioneer Mfe. 
Co.; Robert Gray, H. F. Haldeman 
Co.; George T. Hall. George T. 
Hall Co.; T. L. Van Law. Southern 
California Edison Co.: and Vince 
Singleton. So. Counties Gas Co. 

[HACI members recently ap- 
proved an organization change pre- 
sented for consideration. The 
change restores manufacturer, 
wholesaler and utility members to 
full membership status. 


good for the production of a sheet 
metal safety film during 1961, ac- 
cording to David B. Hess, chair- 
man of the safety committee of the 
Roofing & Sheet Metal Contractors 
Association of Florida. Mr. Hess, 
accompanied by M. J. Strong, pres- 
ident of the association, Bill Con- 
dermann and R. C. Tucker, met 
recently with A. P. McIntosh, chief 
of the Florida Department of In- 
dustrial Safety, to discuss produc- 
tion of such a film. 








Coming Events 


(Continued from page 72) 


April 


Apr. 19-2] National Association of Sheet 
Metal Distributors, spring convention. 
Sheraton-Cleveland Hotel, Cleveland. Thom- 
as A. Fernley Jr., executive secretary. 1900 


Arch St.. Philadelphia 3. 


Apr. 21-24 Roofing & Sheet Metal Contrac- 
tors Association of Florida. SS Bahama Star. 
en route to Nassau. F. D. Wesley. managing 
director, P. O. Box 1044, Lakeland, Fla. 


Apr. 23-26 Oil Heat Institute, annual con- 
vention. Statler-Hilton Hotel, Washington, 
D. C. Charles R. Burkhardt. managing di- 
rector, 500 5th Ave., New York 36. 


Apr. 24-26 Sheet Metal and Air Condition- 
ing Contractors’ National Association, an- 
nual convention. Ambassador Hotel, Los 
Angeles. J. D. Wilder, executive secretary, 
107 Center St.. Elgin, Il. 


Apr. 28-29 Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Benjamin 
Franklin Hotel, Philadelphia. Earl W. Lie- 
bermann. secretary, 1411 Merchant St., 


Ambridge. Pa. 


May 
May 21-23 Northamerican Heating & Air- 
conditioning Wholesalers, Inc., spring con- 
vention. Queen Elizabeth Hotel, Montreal. 
Wilbur R. Bull, managing director, 1200 
W. Fifth Ave.. Columbus 12, Ohio. 


June 


June 6-8 Eastern Biennial Exposition of 
Oil Heat and Air Conditioning. Hotel 
Statler-Hilton. Clarence H. Fay, executive 
secretary, Oil-Heat Institute of New Eng- 
land, 330 Stuart St.. Boston 16. 


June 29-July 1 Carolinas Roofing & Sheet 
Metal Contractors Association, annual con- 
vention. Ocean Forest Hotel. Myrtle Beach, 

C. H. J. Stockard Jr., executive secretary, 


Raleigh. N.C. 


November 


Nov. 6-8 National Warm Air Heating and 
Air Conditioning Association, 48th annual 
convention. Hotel LaSalle, Chicago. James 
M. Martin, managing director, 640 Engi- 
neers Bldg.. Cleveland 14. 
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this new Penn thermostat 


on your next heating job...your customers 


will like the way it holds room temperature 
within a fraction of a degree of selected 
level...it’s the kind of comfort people have 


learned to expect from Penn thermostats! 





Easy-to-read thermometer. 


Trim, thin-line design 
styled in neutral beige 


elite olgeh a; MroMalelaulelily4= ' , 
50 60 70 80 of 


with any interior decor. Pati wth tt 
Positive, snap-acting contacts 


...no chattering . . . no ‘‘on-off"’ 
operation when vibration occurs. 














Sl. 





ae }] heat anticipator. oe io ated vee 


Easy to install .. . no mounting 
bracket needed . . . no leveling. 


PENN CONTROLS, UNC. ccse, cs. 


EXPORT DIVISION: 27 E. 38th ST. NEW YORK, N.Y 


CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIF 








Welding Accessory 
Cuts Operator Fatigue 


“Gyro-BaiL” EQUIPPED spot weld- 
ers are said to take the weight off 
Welders so 


equally well 


operators hands. 


equipped function 
from boom and counterweight or 
spring-loaded cable, according to 
the company, and instantly adjust 
to any angle of approach and use 
with minimum effort—Miller Elec- 
tric Mfg. Co., Inc., 718 S. Bounds 
Be {ppleton, Wis. 


Brushes Speed Cleaning 
Of Metal Tubes 


CONDENSER and heat exchanger 
tube cleaning brushes for power or 
hand are designed for quick clean- 
ing of aluminum, brass, copper and 
stainless steel tubes. Models offered 
wire brushes 


are: stainless steel 


with either a double or single 


spiral, for stainless steel tubes; 
brass wire tube brushes with a 
single spiral, for brass or copper 


black 


brushes with a single spiral, for 


tubes; and nylon tube 
various kinds of metal tubes where 
deposits are not too heavy. All 
brushes range in diameter from 
14 to 1 in. Cadmium plated exten- 
sion handles, varying in length 
from 12 to 36 in., allow 


add lengths as his specific work 


user to 


may require. All brushes are at- 





tached to 214 in. cadmium plated 
nipples with female threads 
Schaefer Brush Mfg. Co., 115-117 
W. Walker, Milwaukee 4. 


_Wall Furnace Operates 


At Low or High Speed 


COUNTERFLOW FORCED AIR wall 
furnace features “Dualheet” con- 
trol system permitting both low 
speed blower and burner operation 
for normal heating requirements 
and high speed adjustment for full 
capacity operation. Twin blowers, 
mounted on a single motor, are 
automatically operated by switches 
to meet demands of heat variations. 
Other features 


include top rear 


vent connection and magnetic room 
thermostat. Unit is available with 
conventional as well as two-speed 
controls, has a capacity of 60,000 
Btuh. Dimensions are: height, 84 
in.; width, 14 in.; and depth, 
10 3/16 in—The Payne Co., 855 
Anaheim-Puente Rd., La Puente, 


Calif. 


Feed Table Speeds 
Duct Production 


FEED TABLE automatically transfers 
panels for duct fabrication from 
snap-lock machine to roller ma- 
chine, makes possible snap-lock 
forming, rolling, beading and 
crimping in one continuous auto- 
matic operation. According to the 
company, more duct sections are 
produced per hour because less 
handling is required. Automatic 
transfer also permits operation of 
the snap-lock machine and roller 
machine at high speeds for maxi- 
mum production—M a plewood 
Div., Rockford Machine Tool Co., 
2500 Kishwaukee St., Rockford, 
Hl. 


Square Thermostats To 
Blend With All Colors 


RoOM THERMOSTATS are styled to 
present an unobtrusive yet attrac- 
tive appearance. Thermostats are 
square with slightly rounded corn- 
ers that slant back to give the 
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World Leader for Complete 
AIR CONDITIONING 


U.S.No. 256 AIR CONDITIONING REGISTERS have 
led the field of multiple valve A.C. Registers. 
They provide Complete, Positive 4-way Air-Flow 
Control for Heating and Cooling Installations. 
A SUPERB QUALITY UNEQUALLED by Any Other 
Lines. NON-VISION, LOWEST RESISTANCE. 


BETTER BUSINESS STARTS 
When You Start Selling 


U.S. QUALITY 








Real PERIMETER DIFFUSING 
POWER 


U.S. Nos. 1024 and 1048 U.S. BASE DIFFUSERS, improved, 
by adding additional oblong openings. U.S. No. 1000 U.S. 
BASE DIFFUSERS now lead the field in Free Area, Beauty, 
and Power. Combining of 2 ft. and 4 ft. lengths with spe- 
cial U.S. Connectors will make any desired longer lengths. 
U.S. No. 2000 PERIMETER BASE INTAKES match the design 
of No. 1000 BASE DIFFUSERS. 


No. 1500 ROUND also No. 2500 SQUARE 


U.S. CEILING DIFFUSERS ARE SUPERIOR 
VOLUME PRODUCTION—PERFECT DESIGNING—LOW COMPETITIVE PRICE 





CROSS-SECTION No. 1500 


U.S. No. 1500 ROUND CEILING DIFFUSER 


The MOST VERSATILE—LARGEST FREE-AREA. Made 
to Sell Higher—But Sold at Low Prices. WIDE, DEEP, 
OUTER ANTI-SMUDGE RING Protects Ceilings. All Rings 
from Outer Ring to CENTER CONE describe perfect PAR- 
ALLEL CURVE of AIR FLOW—RESULT: PERFECT AIR 
DIFFUSION. 

FINISH — ART BUFF. EQUIPPED with RUBBER SEAL- 
ING GASKETS—Properly Attached to ihe Rim of ANTI- 
SMUDGE RING which Creates a POSITIVE SEAL against 
Ceiling Streakage. 


ROUND BI-VALVE CEILING 
DAMPER—REMOVABLE KNOB- 
OPERATOR. A REAL FEATURE 
for System Balancing and Vol- 





me No. 1800 and No. 1801 


U.S. ROUND STEP-DOWN CEILING DIFFUSER eee 


a 


Be sure to get your NEW "A" catalog _— sia | [ me 


UNITED STATES REGISTER COMPANY 


BATTLE 
MINNEAPOLIS ® 


CREEK, MICHIGAN 
KANSAS CITY © ALBANY 
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effect of “hugging” the wall. Case 
is neutral in tone to blend with 
any interior colors. Lucite dial 
projects 4g in. to provide easy 
finger tip setting. Two models are 
available — “Golden Beauty,” fea- 
turing a gray dial with gold num- 
bers, and “Silver Splendor” which 
has black numbers on a silver face. 
Both models are suitable for gas. 
oil or coal heating systems—Cam- 
stat, Inc., 11833 W. Olympic Blvd., 
Los Angeles 64. 


Grilles Use Angular 
Fins for More Free Area 


HiGH CAPACITY return air grilles 
are designed for use in central re- 
turn air systems and other appli- 
cations such as general ventilation, 
providing combustion air in utility 
rooms, ventilation in confined 
spaces, and return air for perim- 
eter systems. Grilles feature angu- 
lar fin design said to provide much 
greater free area than can be ob- 
tained with curved or flat fins. 
This feature makes it possible to 
effect savings through using 
smaller sizes, according to the com- 
pany. Fins are spaced 14 in. apart. 
Baseboard grilles with horizontal 
fins are available in eight standard 
sizes. Sidewall grilles are available 
in models using either vertical o1 
horizontal fins—Hart & Cooley 
Mig. Co., 500 E. Eighth St., Hol- 
land, Mich. 


Heating, Cooling Units 
Use Electricity as Fuel 


LINE OF ELECTRIC HEATING and 
cooling equipment for residential 
and small commercial applications 
includes “Comfortmaker” electri: 
furnace, air to air heat pump, and 
“APT” compact year ‘round air 
conditioning unit. Electric furnace 
features a four-stage element with 
each stage rated at 5 kw. Maxi- 
mum heat output is 68,000 Btuh. 


8 


is ? eee 
ARMCO Armco Division 





Unsightly store fronts on just about every 
“Main Street” in America provide a vast 
reservoir of profitable stainless steel busi- 
ness just waiting to be tapped. Getting this 
business is often a lot easier than you might 
think. 

The reason: Most store owners want to 
remodel “rundown” or 
outmoded store fronts. Steel for 
rhey just keep putting it Suraidity, 
off. If you will approach economy. 
them with a plan and a 
price, that may be all that’s needed. Owners 
are usually surprised at how little it costs to 
give their building a completely new look 
with durable, modern stainless steel. 

If you have fabricating questions, call 
your nearby distributor of Armco Stainless 
Steels. His Steel Service Center is well 
equipped to handle your stainless needs, 
too. For your convenience, his name is 
listed on the next page. 
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New steels are 
born at 
Armco 


Stainless steel makes old buildings look new again, and 
provides profitable jobs for sheet metal contractors. 


Distributors of Armco Stainless Steel 


(A) Sheet, Strip & Plate 


ALABAMA 
Birmingham 
J. M. Tull Metal & Supply Co 


Ducommun Metals & Supply Co 
Earle M. Jorgensen Co 
CALIFORNIA 
Bay Area 
Ducommun Metals & Supply Cc 
Esco Corporation 
Earle M. Jorgensen Co 
Los Angeles 
Ducommun Metals & Supply Co 
Esco Corporation 
Earle M. Jorgensen Co 
San Diego 
Ducommun Metals & Supply Co 
COLORADO 
Denver 
C. A. Crosta, inc 
Esco Corporation 
Earle M. Jorgensen Co 
Meta! Goods Corp 
CONNECTICUT 
Hartford 
The American Stee! & 
Aluminum Corp 
Peter A. Frasse & Co., In 
FLORIDA 
Jacksonville 
Tull Metal & Supply Co 
Miami 
J, M. Tull Metal & Supply Co 
Tampa 
J. M. Tull Metal & Supply Co 
GEORGIA 
Atlanta 
J. M. Tull Metal & Supply Cc 
ILLINOIS 
Chicago 
Central Steel & Wire Cc 
Chicago Steel Service Co 
KANSAS 
Wichita 
Earle M. Jorgensen Co 
Meta! Goods Corp 
LOUISIANA 
New Orleans 
Meta! Goods Corp 
The Orleans Steel Prod 
MAINE 
Auburn 
Brown-Wales Company 
MARYLAND 
Baltimore 
Seaboard Stee! & iron Corp 
MASSACHUSETTS 
Cambridge 
he American Stee! & Aluminum 
Corp. of Massachusetts 
Brown-Wales Company 
Industrial Stainless Steels, In 
Fall River 
Congdon & Carpenter Co 
Worcester-Auburn 
Brown-Wales Company 
MICHIGAN 
Detroit 
Central Stee! & Wire Co 
MINNESOTA 
St. Paul 
Paper-Calmenson & ( 
MISSOURI 


Stee! & Supply C 
North Kansas City 
Metal Goods Corp 
St. Louis 
Meta! Goods Corp 
Souther Stee! & Aluminum 


NEBRASKA 


maha 
Gate City Steel, Inc.—Omaha 


Peter A. Frasse & Co., In 

industrial Stainiess Steeis, In 

Seneca Steel Service Co 
Syracuse 

Peter A. Frasse & Co., Inc. 
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(B) Bar and Wire 


METROPOLITAN NEW YORK 

New York City 

Peter A. Frasse & Co., Inc 
Hillside, N. J. 

Edgcomb Stee! & Aluminum Corp 
Lyndhurst, N. J. 

Peter A. Frasse & Co., Inc 
New Brunswick, N. J. 

Morrison Stee! Company 
Union, N. J. 

Mapes & Sprow! Steel Co. 


NORTH CAROLINA 
Charlotte 
Edgcomb Stee! Co. 
Greensboro 
Edgcomb Stee! Co. 


OHIO 
Cincinnati 
Central Stee! & Wire Co 
Cleveland 
Cleveland Tool & Supply Co 
Viking Steel Co 
Columbus 
Vorys Brothers, Inc 


OKLAHOMA 
Tulsa 
Earle M. Jorgensen Co 
Metal Goods Corp 


OREGON 

Eugene 
sco Corporation 
Portiand 

Esco Corporation 


PENNSYLVANIA 

Philadelphia 

Edgcomb Stee! Co 

Peter A. Frasse & Co., Inc. 
Pittsburgh 

William M. Orr Co., Inc 
York 

Edgcomb Stee! Co 

York Corrugating Co. 


RHODE ISLAND 
Providence 
Congdon & Carpenter Co. 


SOUTH CAROLINA 
Greenville 
J. M. Tull Metal & Supply Co 


TENNESSEE 
Memphis 
Metal Goods Corp 
TEXAS 
Dallas 
Earle M. Jorgensen Co 
Meta! Goods Corp 
Moncrief-Lenoir Mfg. Co. 
Harlingen 
Moncrief-Lenoir Mfg. Co 
Houston 
Earle M. Jorgensen Co 
Metal Goods Corp 
Moncrief-Lenoir Mfg. Co 
Lubbock 
Moncrief-Lenoir Mfg. Co 
San Antonio 
Moncrief-Lenoir Mfg. Co 
Temple 
Moncrief-Lenoir Mfg. Co 
WASHINGTON 
Seattle 
Ducommun Metals & Supply Co 
Esco Corporation 
Earle M. Jorgensen Co. 
Spokane 
Esco Corporation 
WASHINGTON, D. C. 
York Corrugating Co. 
WISCONSIN 
Milwaukee 
Central Steel & Wire Co. 
DOMINION OF CANADA 
Montreal, Quebec 
Firth-Brown Steels, Ltd. 
Toronto, Ontario 
Firth-Brown Steels, Ltd. 
Vancouver, B. C. 
Esco, Ltd. 


(AB) 
(AB) 
(AB) 
(AB 

(AB) 


(AB) 
(AB) 


(AB) 


(B) 
(AB) 


(AB) 


(AB) 
(AB) 


(AB 
(AB) 
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Combination cooling is optional. 
Heat pump is available in remote 
or package models. Year ‘round 
units are designed for use in indi- 
vidual apartments and motels as 
well as large. multi-level homes. 
Electronic air cleaning is available 
on all three products—American 
Furnace Co., 1300 Hampton Ave., 
St. Louis 10. 


Gas Fired Incinerator 
Has Hidden Five 


“DuraMatic” (Model 50) has 
firebrick lining in combustion 
chamber, triple insulation of iron, 
steel and fiberglass at top and bot- 
tom of unit to prevent hot-spotting. 
Over 13 in. of burner and after- 
burner ports are provided to in- 
sure complete combustion and re- 
moval of smoke and odors, accord- 
ing to manufacturer. Hidden flue 
at back of incinerator is designed 
for close connection to chimney 
stack. Unit features waist-high con- 
trols located in front, positive seal 
top with offset safety handle to 
protect user from arm burn. Fin- 
ished in tan and brown baked 
enamel, Model 50 is rated 36,000 
Btuh—E. L. Mustee & Sons, Inc., 
6911 Lorain Ave., Cleveland 2. 


Bench Shearing Machine 
Features Portability 


BENCH MODEL “Metlmaster” shear- 
ing and forming machine has only 
five moving parts, offers portability 
as well as ease of operation. Ma- 
chine has an edge-cutting capacity 
up to 12 ga in mild steel plate 
and 16 ga in stainless steel, is 
equipped with a 14 hp, 110 volt, 
single phase motor. Variable stroke 
length can be adjusted from 0.022 
through 0.110 without stopping the 
motor, according to the company. 
Throat depth is 3214 in.—Lennox 
Tool & Machine Builders, 651 N. 


Baxter, Lima, O, 
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Oil Filters Neutralize 
Acid Conditions 


LINE OF FILTERS for oil burners 
is designed to remove sediment. 
dirt, and to neutralize acids. Fil- 
ters are available to cover both 
home and industrial applications. 
will eliminate service problems 
caused by clogged nozzles, accord- 
ing to manufacturer—Lee Filter 


Corp., Edison, N. J. 


Plastic Compound Is 
Corrosion Resistant 


CORROSION RESISTANT, non-inflam- 
mable plastic compound is capable 
of sustaining continuous operation 
temperatures up to 300 F, accord- 
ing to the company. Designated 
“Bonate CF-9070.” compound is 
said to be highly effective in venti- 


lating systems including ductwork 


Hand Operated 


where resistance to acids, solvents 
and hot alkalies is necessary— 
Beetle Plastics, Crompton & 
Knowles Corp., 192 Airport Rd., 
Fall River, Mass. 


Portable Humidifier 
For Single Room Use 


“Humti-Zon” portable humidifier 
(about the size of a table radio), 
has low capacity, is designed to 
increase humidity in one room 
only, in buildings where central air 
distribution systems are not used. 
Washable glass fiber filter. located 
at intake of unit, provides protec- 
tion for the humidifying equip- 
ment—Pentron Electronics Corp., 


777 S. Tripp Ave., Chicago 24. 


Furnaces With Integral 
Cooling Coil Cabinets 


GREATER FLEXIBILITY in matching 


furnace capacity with cooling 


equipment, as required by individ- 
ual furnace construction, is claimed 
for the models CA and RA gas- 
fired furnace—evaporator combi- 
nations. According to the manufac- 
turer, four tons of cooling capacity 
with a 100,000 Btuh furnace is 
now available. 

Model CA is a highboy furnace- 
coil combination, and model RA 
is a counterflow type. Both combi- 
nations are equipped with centrifu- 
gal blowers set for high capacity 
at low speeds. 

For installations where summer 
air conditioning is not used, but 
where provisions are made for fu- 
ture installation of cooling equip- 
ment, evaporator coil cabinets are 
built into the furnace casing. 

Furnace capacities range from 
60.000 to 200.000 Btuh in 12 sep- 
arate models with cooling equip- 
ment combinations managing from 
2 through 5 tons—Fraser & Johns- 


ton Company, 1900 17th St., San 


Francisco 3, Calif. 





BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 








BENCH MODEL BOX AND PAN BRAKES 
Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 






DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
7404 S. Loomis Boulevard, Chicago 36, Illinois 


UNIVERSAL BOX AND PAN BRAKES 


Capacities up to 12-gauge sheet metal 
60% and bending lengths up to 10 feet. 
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“ARI. 

paid me 

for this 
testimonial— 
a hundred 
times” 





Mr. Louis E. Bake, Air-Conditioning Dealer,* says: 


“Selling with the A.R.I. Directory ts 
easier, faster, more profitable.” 


How profitable? Ask Louis Bake, who uses the ARI Directory regularly, 
finds it a big help in closing sales, and a major factor in his company’s 50% 
sales increase in 1960. 

‘‘When I show customers that the unitary system I’m recommending is listed 
in the ARI Directory, and certified under the program of this national asso- 
ciation, I add authority to my presentation. 

“T point out how the equipment is carefully rated under the Certification 
Standards, that this rating is subject to checking at any time by the Institute 
through an independent testing laboratory in New York. Result: I back my 
sales talk with the authority of the Air-Conditioning & Refrigeration Institute, 
give my prospects more confidence in what I say. 

“T thought selling with the ARI Directory couldn’t be beat—until I saw the 
new ARI Consumer sales piece, ‘How to Buy Central Air Conditioning.’ This 
is a must for any dealer who wants to tell his prospects the how and why of 
central air conditioning. It tells the full, technical story in words John Q. 
Public can understand, and helps any honest dealer sell a quality system.” 
Free copies of both the A.R.I. Directory and ‘“‘How to Buy Central Air 





*Mr. LOUIS E. BAKE is Conditioning” are available from: 
Sales Manag f Cool-Hez 
ong orelgncgen AIR-CONDITIONING & REFRIGERATION INSTITUTE 


Washington, D. C. Department C-211, 1346 Connecticut Avenue, N.W., Washington 6, D. C., 
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NATIONAL will help you 
catch up on time and money 


National Angle Rings can readily help you 
get the jump on time-consuming ring jobs. 
Because these rings are rolled accurately by 
experts, they are UNIFORM IN CURVATURE. 
This means that there is no lost motion, no 
costly fitting time required — in your shop 
or on the job site. 


And because National leg out rings are avail- 
able in stock for immediate shipment, you gain 
days of time by using this on-the-floor ware- 
house service. No inventory of your own 
is needed. Last, but by no means least, is 
National’s price list. Production runs cut costs 
... allow National to quote you on stock prices 
rather than custom work. As it has so many 
others, it will pay you to investigate National 
today. Write for a stock ring bulletin and 
price list. 





Rings Rolled to Order 


National rolls accurate rings to nearly any 
size, in all ductile metals. Phone, wire or write 
for a quotation on your requirements. 


NATIONAL 


METAL FABRICATORS 
2138 South Sawyer Avenue, Chicago 23, Illinois, Phone 522-1220 
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Roof Mounted Air Conditioner 
Heats, Cools One-Story Buildings 


“SKYLINER” ROOF TOP unit for heating, cooling or 
vear “round applications provides gas-fired heating 
with air cooled condensers for cooling operations is 
available in a variety of capacity combinations. De- 
signed especially for use with one story buildings, 
unit circulates the conditioned air through a short 
concentric supply/return duct and ceiling diffuser, 
located directly beneath the unit. According to the 
company. no vent stack is required since a flue gas 
exhauster is furnished. Features include low silhouette 
and weather resistant, insulated, aluminized steel 
cabinet—Janitrol Heating and Air Conditioning, Div. 
of Midland-Ross Corp., 400 Dublin Ave., Columbus 
16, O. 


Metal Swaging Tool for Large Size 
Tubing Simplifies Soldering Job 


SCREW-TYPE swaging tool, for use on larger alumi- 
num, brass and copper tubing where “sweat-type” 
fittings are needed, swages 5g, 34, 7g, and 11g in. 
OD tubing. Tool enlarges inside diameter of one 
piece of tubing to permit entrance of another piece. 
which can then be soldered in place—/mperial-East- 
man Corp., 6300 W. Howard St., Chicago 48. 


Decorative Panels Find Many Uses 
In New Building, Modernization Work 


“ANOTEC” ANODIZED aluminum panels may be used 
in a variety of architectural applications as cur- 
tain walls. grillwork, solar screens, ceilings, parti- 
tions. etc. Panels are available in various standard 
and custom dimensions, in circular, diamond, hexa- 
gonal and rectangular patterns. Colors include red, 
blue, gold, green, brass, black and clear anodized 
Klemp International, 1132 W. Blackhawk St., Chi- 
cago 22. 


Heat Pump Features Narrow Coil 
Yet Retains Defrosting Efficiency 


Arr-To-AiR heat pump has relatively narrow coil 
width, two rows of tubes, and fins of large face area 
for defrosting efficiency. Coil provides adequate heat 
transfer area when surfaces are partially covered 
with frost, according to manufacturer. Auxiliary 
heater package that fits indoor unit at discharge 
opening may be used in coldest weather. All-electric 
heat pumps are designed for residential or small 
commercial application. Electrical and refrigerant 
connections only are required for installation—The 
Trane Co., La Crosse, Wisc. 
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No need to“baby” 
this fiber glass duct liner! 





J-M MICRO-BAR’S unique 
dual-density offers highest 
resistance to shop damage 


Here’s a fiber glass duct liner with 
two densities: a tough, heavy-den- 
sity black surface... and a resilient, 
light-density backing. It is so flex- 
ible, and yet so tough, that you can 
easily fabricate it by ordinary, 
every-day methods. You will also 
find Micro-Bar so kind to hands that 
no gloves are needed to handle it. 

You can form Micro-Bar right in 
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the brake with sheet metal. There’s 
no danger of wasteful tearing or 
scuffing. More savings are possible 
through the elimination of costly 
metal nosings. An exclusive construc- 
tion feature of Micro-Bar makes it 
easy to form erosion-resistant in- 
tegral nosings or lapped seam joints. 

This remarkable new duct liner 
has greater noise absorption and 


J OHNS-MANVILLE 


thermal resistance. It has earned the 
lowest Underwriters’ fire hazard rat- 
ing for flexible, coated fiber glass 
duct liners. 

For complete information, call 
your J-M Representative. Or write 
to J. B. Jobe, vice-president, Johns- 
Manville, Box 14, N. Y. 16, N. Y. 
In Canada: Port Credit, Ont. Cable 
address: Johnmanvil. 


JOHNS MANVILLE 





FIBER GLASS #2 .™:: 





equipment developments and periodic inspection. Ventilators are available in 

(Continued) 10 standard sizes ranging from 6 to 30 in.—Heil 
Process Equipment Corp., 12850 Elmwood Ave., 

Electronic Air Cleaner Is Feature Cleveland 11. 

Of New Room Air Conditioner 





“COOLERATOR CUSTOM” room air conditioners fea- 


Compact Forced Air Wall Furnace 


ture “Lectrofilter” electronic air cleaners said to Features Two-Speed Operation 


remove almost all airborne dust, fly ash and smoke. c 
etc. Other features include automatic thermostat “PANELRAY” FORCED AIR wall furnace (60,000 Btuh) 
. « = « c Stalls. 
four rotary directional louvers and two-speed opera- <d available in either single or two-speed models. 
ten Also being offeced are new “Powersite” email. Single speed model operates on a standard ther- 
, g é é ; 
sleed alc conditioners fer casement ox tender’ wie. mostatically controlled heat cycle; double speed mode] 
dewe, celeste fer use im tedeoeum. weseetion. dem can be manually set for either “normal” or “high 
ce ae “age ¥ ile 
and other small rooms. “Compact” units have been operation. Measuring 84 in. tall, 14 in. wide and 
restyled. are now available in 12 models. two of them 10 3/16 in. deep, unit can be installed flush to the 
offering reverse cycle operation—Albion Div., Me- wall or recessed between ordinary stud spaces. Heat 
Graw-kdison Co 704 V. Clark St., Albion, Mich is delivered at floor level— Day & Night Mfg. Co., 
855 Anaheim-Puente Rd., La Puente, Calif. 


Plastic Roof Ventilators Resist 

Effect of Corrosive Fumes Oval Duct for High Velocity Systems 
SOLID PLASTIC ROOF ventilators for applications in- Helps Overcome Space Problem 

volving corrosive fumes feature upblast discharge FLAT-OVAL DUCT is designed for use where space limi- 
that blows fumes high into the air, minimizing corro- tations prevent the installation of circular duct for 
sion to nearby areas. All parts of the ventilator in high pressure, high velocity air systems. Ducts are 
contact with the fumes, including fan, housing, hood, reinforced with “Truss-Coupling” connections to pro- 
inlet, ete. are of plastic. The motor is protected from vide increased rigidity. According to the company, 
exposure to fumes but is accessible for lubrication duct so reinforced has less than one-half the static 





DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY CURVE) Thi bi : 
No. 000 - 10° No.00 - 20° No.0 -30° No.1 - 45° No.2-60° No.3-75° No.4-90° No.3 -75° SHOE is Emblem of Quality and Gauge 


' of Material is Stamped in each 
q Z y : Elbow and Shoe. 
: TRADE of Dieckmann, MARK 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE “B” (SIDE CURVE) 
- 10° No.00 - 20° No.0 -30° No.1 - 45° No.2-60° No.3- ay No.4-90° No 


_— 
Our complete line is available in 
28, 26, 24 Gauge Galvanized 
Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped— 
ROUND CORRUGATED ELBOWS AND SHOES Galvanized after formation. Stain- 
10° No.00 - 20° No.0- 30° No.1-45° No.2-60° No.3-75° No 75° SHOE 


less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 


Shoes, ready for painting. ORDER 
PLAIN ROUND ELBOWS AND SHOES , 
No. 000 - 10° No.00 - 20° No.0 - 30° No.1 -45° No.2-60° No.3-75°  No.4-90° No 7sesHoe ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
. .. write for Your Copy. 


THE FERDINAND DIECKMANN CO. 


2351 FERGUSON ROAD CINCINNATI 22, OHIO 
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-- finding price 
com petition 
tough? 


ADVANCE THE SALE 
OUT OF THE 
“LOW PRICE” CLASS 


by using American Artisans 
STANDARDS FOR RATING HEATING SYSTEMS=——; 


and 
STANDARDS FOR RATING 
RESIDENTIAL COOLING SYSTEMS 





Use these proven sales tools to show the prospect how to pur- 
chase a heating system, a summer air conditioning system, or a 
complete year ’round residential air conditioning system and 
thus avoid the pitfalls of an inadequate system. 

These Standards cards list the major points a prospect 
should consider when buying a heating, cooling or combination 
system. Words familiar to all prospects are used to explain the 
buying points and the classification of system performance into 
“GOOD”, “FAIR” or “POOR” categories. 

Classifications shown on the Standards cards are backed 
by data obtained from programs conducted in research labora- 
tories and through field investigations. 











wy 


mp 





uy i mM] 


wet fit 


























: Editors, American Artisan 
Send i 6 N. Michigan Ave., Chicago 2, Ill. 


Coupon : 
TODAY! i Send Heating Standards Cards 


STANDARDS CARDS MAY BE USED .. . wong Cooling Standards. Cards 
at 2%, cents each, cash with order. 
by salesmen as sales tools 





as direct mai! pieces 
as handouts at homeshows, fairs, etc. 


as showroom displays 
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FLAME:- 
RESISTANT 














AND INSULATION 


‘ Complies with all building codes 
for flame-resistant duct tapes. 
Self-adhesive . . . sticks to any 
duct material or insulation. 

Will not support flame . . . holds 
firmly at high temperatures. 
Nothing to mix . . . saves labor. 
Vaporproof . . . waterproof. 
Meets ASTM standards. 

Ask your jobber for DUCTAPE. 


te forF 
Manufacturers We REE test sample! 


Agents 


Wanted for ARNO ADHESIVE TAPES, INC. 


bey holl’s Adhesive Tape Divisi 
Selected Areas | Dr. Scholl's Adhesive Tape Division 


5016 Ohio St., Michigan City, Ind. 








“CORRECT PRACTICE 
in OIL HEATING’ 


NOW AVAILABLE TO YOU! 


A complete reprint of the valuable series 


by J. J. Mirabile 


This practical series covers every angle of oil burner work, 
including arrangement of shop . . . stocking of parts... 
record-keeping . . . installation procedures . . . the han- 
dling of crews . . . how to make heating surveys . . . how 
to size combustion chamber . . . how to install thermostat 
. . . how to start the burner . . . how to use testing instru- 
ments . . . and how to operate a service department. It 
contains, as well, a complete list of causes and cures of oil 
burner troubles that will serve as a reliable guide in mak- 
ing service calls. 


Every shop handling oil burner jobs should own this book. 
Full size, 81/2 by 11 inches — 57 pages of practical helps. 
Send $1.00 for a copy to the address below. 


KEENEY PUBLISHING COMPANY 


6 No. Michigan Avenve Chicago 2, Ill. 
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pressure deflection of an ordinary unreinforced as- 
sembly. Amplitude of vibration is also said to be 
inhibited by the “Truss-Coupling” reinforcement. 
Matched fittings are available—United Sheet Metal 
Co., Inc., 883 N. Cassady Ave., Columbus 19. 


Highboy Furnace Designed With 
Blower for Air Conditioning 


Six Mopet GUC gas-fired Highboy furnaces are de- 
signed for large volume air deliveries at low sound 
levels, easy adaptation for cooling applications, ac- 
cording to manufacturer. Furnaces have ratings of 
100,000, 125,000, and 150,000 Btuh. All units are 54 
in. high. GUC 100 and 125 use single blowers and 
GUC 150, a twin blower assembly. Blowers are belt- 
driven with adjustable motor pulleys. Expansion joint 
in heat exchanger support panel is intended for quiet 
operation and elimination of expansion-contraction 
strain. For summer cooling, up-flow coils matching 
furnace units provide 2, 3, 4 or 5 tons of cooling- 
Westinghouse Electric Corp., Air Conditioning Div., 
Staunton, Va. 


Punching Machine Provides Movable 
Male and Female Die Positions 


MULTI-PUNCHING machine (Model C) is designed so 
that individual punching units are movable along en- 
tire working length of machine, permitting fabrica- 
tion of different length pieces with minimum down 
time, according to manufacturer. Machine is made 
of steel welded construction with open gap frames, 
allowing long extrusions to pass through. Available 
up to 120 in. working length, machine has 3 hp, 1200 
rpm motor—Fallsington Mfg. Co., Fallsington, Pa. 


Centrifugal Blowers Designed 
For Quiet Operation, High Efficiency 


“Desicn 10” airrorL centrifugal blowers for supply 
air and exhaust systems are designed for use in air 
conditioning, ventilating, industrial processing and 
mechanical draft applications. Hollow airfoil shaped 
blades provide quiet operation and increase operating 
efficiencies, according to the manufacturer. Blowers 
are available in sizes 1214 to 89 in. and in five classes 
of construction. Class I and II blowers are rated for 
5 to 10 in. SP. Class II], [V and V blowers are heavy 
duty models and operate at static pressures of 15 to 
30 in. All blowers are tested and rated in accordance 
with standards of the Air Moving and Conditioning 
Association—Chicago Blower Corp., 9867 Pacific 
{ve.. Franklin Park, Ill. 
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... Heed a good 
DIRECT MAIL piece? 


... use AMERICAN ARTISAN's 


MODERNIZATION CHECK-LISTS 





CHECK-LISTS spell out to the prospect: 


THERE IS NO REASON why every heating man to improve or modernize existing systems 
system cannot provide a “comfortable unaware- is minor. Use of these check-lists will help him 


ness" that the equipment is operating. Often, to determine how his system stacks up against 


the work required for a professional heating the standards set for a "Good" system. 


22 important chock points for good 
perhorumauce; anong these are: 











Fd is the furnace less than 15 years old? \~ Are room air temperature differences within 2 
degrees between ail rooms (at comparable lo- 


rd Are room air temperature differences within 4 cations)? 
degrees between floor and ceiling when outdoor 
air temperature is 30 F? rd Does system include a humidifier? 


Fd Have service calls been rare during recent years? i Are occupied areas free from noticeable drafts? 


Fd Are fuel costs equal to those for similar houses i Has furnace been checked for efficiency within 
in the vicinity? past 12 months? 


SPACE FOR A SALES LETTER BY THE DEALER-CONTRACTOR IS PROVIDED ON 
REVERSE SIDE OF CHECK-LISTS 


THE HE ATING, on conditioning and . SCRE REET EERE EERE EEE EERE ERE RRO Eee : 
sheet —_ check-lists published in $ s 
the March American Artisan Mod- + fo: The Edit 

ernization Issue can be used as di- : Sener inden 

rect mail pieces, for presentation : 6 N. Michigan Ave. 

by salesmen, as giveaway items for ! Chicago 2, Hil. 

home shows, etc. Designed to remind s 

heme owners of their modernization H 

needs, the two-color check-lists are : Please rush the following quantities: 

available at the following prices: : 








: ing check-lists 
Quentity Cost s s air ditioning check-lists 


fa t Enclosed Is my check for $...... to cover reprinting : 


200 2.70 


EDITOR 300 4.05 


400 5.40 


AMERICAN 1000 13.80 


2000 27.00 


ARTISAN pen s7.40 


7 5000 59.00 
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° though the two schools are designed to meet the same 
new literature... 


educational requirements, according to the booklet, 

the air conditioned school would cost $50,000 less 
‘ than the conventional school. It is explained that the 

NWAHACA Guide Helps Dealers 


lower cost is due to the fact that an air conditioned 
Solve Management Problems school requires fewer windows, needs less mechanical 





M ~~ : and electrical work and uses substantially reduced 

ANAGEMENT REFERENCE GUIDE Is designed tor use “an ( “al Di Vi lis-H ell 
by dealer-contractors in the business training program ~ te mip . = ee _— “ . <a ae a 
. : ' ‘ , _, one -gulator Co., 2747 S. rt ve.. Minneapolis 8. 
of the National Warm Air Heating and Air Condition- egulator Co., 274% — : —- 
ing Association. Included are sections on “Transac- 
tions of the Business.” “Business Records—Account- 
ing,” “The Forces That Make Sales,” “Marketing 

se ° *- . . . . 

Management,” “Operating Controls,” “Sales Manage- Used in Many Applications 


ment,” and “Estimating—Pricing for Profit.” Infor- 


Flexible Hose and Duct May Be 


BULLETIN 605 (12 pages) describes flexible hose and 


mation on the application of the guide can be ob- retractable duct for use in dust collection. fume con- 


tained by writing: National Warm Air Heating and trol, air and materials handling applications. Informa- 
fir Conditioning Association, 640 Engineers Bldg., 


Cleveland 14. 


tion is given on selection and installation procedures 
as well as prices. Drawings and photographs show 
typical applications—The Flexaust Co., Div. of Cal- 
it Costs Less to Build lahan Mining Corp., 100 Park Ave., New York 17. 


Air Conditioned Schools 


ECONOMIC AND EDUCATIONAL advantages of air condi- Tests Provide Data on Pressure Drop 
tioned schools are discussed in a booklet entitled “You 


Can Air Condition Your New School and Cut In Asbestos-Cement Air Ducts 
Building Costs.” One section compares plans for a DATA ON COMPARATIVE pressure drop within asbestos- 
conventional school without air conditioning with cement air ducts is contained in an article describing 


those for a compact air conditioned school. Even the results of a recent series of exhaustive tests. Re- 


-NEW WELTY-WAY SLEAR 


Predetermined length setting is 
controlled by electronic eye. 


SLITS, SHEARS, 
FEEDS... 
AUTOMATICALLY 


Flying shear automatically snips 
Imagine blanking out 12,000 elbow blanks per hour. WELTY-WAY’S metal of nearly any length. 
NEW SLEAR does! WELTY-WAY feeds metal of any length . . . cut to the . 
exact 1/16 inch . . . into your fabrication machine. It supports metal coil, ._ 
evenly feeds metal, pulls metal from coil, levels it, slits it, shears it, moves 
it through the shear and feeds it into your fabrication machine. WELTY- 
WAY increases production more than 50% while reducing labor cost! 


Lemme WRITE TODAY 
America’s leading manu- Welty Way PRODUCTS, INC. 


facturer of automation ; : ‘ 
for panel and vel form- 714 Ist Avenue N.W. Cedar Rapids, lowa Slitter slits metal. Unused metal is 


’ i : returned and rewound into a new 
ing machines. Phone EMpire 3-8148 roll of coiled metal. 
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| 
Valuable Books To Hela You 


Solve On-the-Job Problems....Improve Efficiency....Increase Profits 


Listed below are collections of articles which originally appeared in 
AMERICAN ARTISAN. Covering Warm Air Heating — Air Condition- 
ing — Sheet Metal Contracting — Ventilation and Dust Removal, these 
books contain the job-tested practices of experts in the field. You'll find 
them indispensable for study...for reference...and for daily use. 

Send your selections with a check for required amount to American 
Artisan, 6 North Michigan Avenue, Chicago 2, Illinois. 





Estimating Overhead Costs and Profits 


A collection of articles by N. J. Biddle, Secretary, Michigan Heating and Sheet Metal Asso- 
ciation. He discusses the proper methods for accurately estimating materials, labor, and 
overhead costs . . . for determining the right selling price that will insure PROFIT-PRO- 
TECTION. This is “must” reading for dealer-contractors and sheet metal contractors who 
want to quote jobs at correct prices which include an adequate net profit for their work. 
36 pages. 812 by 11. Price $1.50 


Residential Cooling-Volume II 


A big book of 37 “how and why” articles on residential air conditioning by S. W. Reid, one 
of the country’s most respected experts on home cooling. It’s a book that can save you (and 
your installation and service men) untold hours of time and hundreds of dollars in money on 
air conditioning installation and trouble shooting. Covers such subjects as . . . how to plan 
and install air conditioning systems for greatest efficiency . . . why air conditioning systems 
break down . . . where to look for failures in a system . . . how to fix such failures fast. A 
wealth of data for all engaged in comfort air conditioning. 

132 pages. 812 by 11. Price $1.50 


Forced Warm Air Heating 


This series of 17 articles by $. Konzo provides correct standards for evaluating the comfort 
performance of any forced warm air heating installation . . . also for improving efficiency 
of a newly installed system . . . or for correcting faulty adjustments in existing systems. It 
tells exactly what factors make a quality system. It gives standards for rating every phase 
of heating performance. It warns you of trouble spots, tips you off on what to look for (and 
what to do) when things go wrong. 

88 pages. 812 by 11. Price $1.50 


Ductwork Estimating Tables-Revised 


A collection of revised, field-checked figures to help you estimate costs of duct sections, fit- 
tings, and components. These up-to-date Ductwork Estimating Tables cover weights and re- 
quired fabricating times of components in sizes from 44 x 12” to 4 x 7” and fittings needed 
for elbows, transitions, branches and boot takeoffs. Figures are based on actual stop watch 
data collected exclusively for AMERICAN ARTISAN by E. B. Root and Darwin A. Down- 
ing. 

25 tables. 842 by 11. Price $1.50 


Industrial Sheet Metal Work 


Contains all basic design and engineering data necessary for the proper planning and in- 
stallation of fume removal, dust collecting, wood-waste removal, ventilating and other indus- 
trial sheet metal systems and equipment. Made up in the main of data published in AMER- 
ICAN ARTISAN, this book offers sheet metal contractors dozens of practical designing 
ideas, layouts, installation kinks, tables and charts, contributed by more than 50 of the coun- 
try’s leading industrial sheet metal experts. 

218 pages. 8% by 11. Price __ _ $1.50 
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The A. B. C. Symbol... 














The right to purchase or refrain from purchasing this 

publication gives you, the reader, and no one else the 
power to pass judgment on whether it shall continue to 
survive. This symbol represents the standards by which 
your voluntary response is measured. It testifies to the 
advertising value of this publication. It also serves as a 
constant guide to our readers’ opinion. 
This symbol represents our membership in the Audit 
Bureau of Circulations, your assurance that our circula- 
tion facts are verified by independent audit, measured 
by recognized standards, and reported in standardized 
reports. These audited facts, available without obliga- 
tion to interested persons, provide a factual basis for 
advertising rates, evidence of subscriber interest, facts 
on market coverage, and facts for appraising our cir- 
culation quality and editorial vitality. 


American Artisan 


stte, 


Hallmark of 


Py %, 
7 ° 
. e ° Ay 
. 
Cure* 


new literature 
(Continued ) 











90 


sults of the tests are the basis for charts giving fric- 
tion losses in inches of water per 100 ft of length — 
data formerly unavailable in general sources. Test 
equipment and procedures as well as results are de- 
scribed—Johns-Manville, Pipe Div., 22 E. 40th St.. 
New York 16. 


Flat-Oval Duct May Be Used 
If Space Problems Come Up 


BULLETIN describes flat-oval duct and matched fittings 
for use where space limitations prevent the installa- 
tion of circular duct. Duct features use of “Truss- 
Coupling” for added structural rigidity. Included are 
suggested specifications for flat-oval ductwork, a dis- 
cussion on friction loss characteristics and drawings 
showing types of fittings available—Spiral Pipe Div.. 
United Sheet Metal Co. Inc., 883 N. Cassady Ave., 
Columbus 19. O. 


Air Conditioning Units Are Designed 
For Small Commercial Applications 


CaTaLoG No. 103 contains illustrations and descrip- 
tions of small commercial air conditioning equipment. 
Specifications are included—McQuay, Inc., 1600 
Broadway St., N.E., Minneapolis 13. 


Consumer Promotion Stresses 
Low Cost of Hot Water Supply 


“TEN SHOWERS FOR A DiMe” stresses operating econ- 
omy of oil-fired water heaters by showing how little 
it costs to heat enough water for a shower. Space is 
provided for dealer imprint—Sid Harvey's, 100 E. 
Mineola Ave., Valley Stream, N.Y. 


Electric Tools Feature Portability, 
Heavy Duty Construction 


CaTaLoG G20 (12 pages) contains information on 
portable electric tools, including drills, saws, shears, 
sanders, grinders, polishers, hammers and tool ac- 
cessories—Milwaukee Electric Tool Corp., 5316 W. 
State St., Milwaukee 8. 


Residential Air Conditioner 
Is Mounted on Roof of Home 


YEAR ROUND roof mounted air conditioners for small 
commercial buildings are described in a six-page 
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brochure illustrated with product and application 
photos. “Skyline” conditioners may be placed any- 
where on the roof, the company states, not neces- 
sarily directly over area to be conditioned. If desired, 
on-the-ground installation is also possible. Units fea- 
ture “Silver V” gas burners designed to provide 
even, economical heating—York Div. of Borg-War- 


ner Corp., York, Pa. 


Punching and Notching Equipment 


is Designed to Save Time 


BROCHURE describes cost-saving and _ production 
2 I 

economies said to be effected through use of “Uni- 

ory ° ° ° 

punch” hole punching and notching equipment. 

Bulletin is illustrated throughout with product and 

application photos—Punch Products Corp., 370 


Babcock St., Buffalo 6. 


OHI Publishes New ‘Treasury of 
Advertising’ Promotional Folders 


“HEAT witH Ot, the Jet Age Fuel” is the title of 


a new “Treasury of Advertising” promotional mail- 








Manufacturers’ 
Agents 


Are you interested in securing addi- 


tional lines? 


We are occasionally asked by our 
manufacturer advertisers to suggest 
the names of manufacturers’ agents 
in various sections of the country 
whom they can contact in regard to 
representation of their residential 
heating, air conditioning and sheet 
metal products 


If you would like your name 
listed in our records for inquiries 
we may receive on your territory, we 
invite you to write us. There is no 
charge in connection with this serv- 
ice 


American Artisan 


6 N. Michigan Ave., Chicago 2, Ill. 
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ing piece. Another consumer booklet available on re- 
quest is “You Deserve a Royal Treat in Oil Heat”- 

Treasury of Advertising, Distribution Div., Oil-Heat 
Institute of America, 500 Fifth Ave., New York 36. 


Air Conditioners Use 
Natural or LP Gas 


LITERATURE EXPLAINS OPERATION and advantages of 
“Gascool” air conditioning units. Material offered 
includes specification sheets, brochures, ete.—V ector 
Engineering Contractors, Inc., 2321 Forest Lane, 


Garland, Tex. 


Filtering Media Winds on Spools, 


Presents Clean Section When Needed 


BuLLETIN B-1400-8 describes “Roll-Kleen” air filters. 
Illustrated are four models which offer a choice of 
automatic drive or manual operation for advancing 
media across the face of the filter. Technical data 
includes dimension drawings, capacity tables, selec- 
tion and ordering information. Photographs and 
sketches highlight features and show how multiple 
units may be assembled together to handle large air 
volumes—Farr Co., P. O. Box 90187, Airport Sta- 
tion, Los Angeles 45. 





YOU SAVE MORE WITH 
FLEXAUST HOSE 


Thousands of successful in- 
stallations prove that use of 
Flexaust hose and Portovent 
retractable duct with metal 
duct systems lower installation 
costs — but there are other im- 
portant advantages 

Exceptional abrasion resistance 
Corrosion resistance 

Noise absorprion 

Durability under heavy flexing 


Provision for expansion and 
contraction 


Easy relocation of hoods 
and machines 


Made of high quality neoprene 
coated fabrics 1% to 36” id. 


Write today for full details 
Distributors in all principal cities 


THE FLEXAUST CO. 


DEPT. AA 100 PARK AVE. 
NEW YORK 17, N. Y. 





we hear that... 





> Perertess Corp. and Round Oak Division had 
350 dealer-contractors and their wives registered for 
the annual sales conferen e. I he conference was built 
around selling the new house market at a_ better 
profit. Speakers coordinated their presentations to 
show dealer-contractors how they could work with 


home builders to meet the public’s demand for a 


progressive architects such as ventilated attics, light 
colored roofs, double glazing of windows, wide over- 
hanging eaves. insulation, automatic door closers, 
bathroom and kitchen exhaust fans, and vented auto- 
matic washers and driers. 

New products designed to meet builder needs were 
introduced along with sales promotion materials that 
dealer-contractors could use to help builders promote 
vear ‘round air conditioning as the feature that 
makes the house “New.” 


really “new house.” 


was inted out that there is no longer a i 
It was po > More THAN 1000 “seLecT” dealer-contractors, 


“shelter shortage” and that people are more par- 


wholesale distributors and sales representatives of 
Janitrol Heating and Air Conditioning Div. of Mid- 
land-Ross Corp. will convene in Miami Beach March 


ticular about the houses they buy. Builders recog- 
nize this attitude and are interested in giving the 
yublic what it wants, but builders are wary of the piggee . ; gat Poe 
I : ’ 13-15 for their third annual get-together. The division 
sales stories being told them about the products that 
will appeal to buyers. According to Harold W. Mutz, 


president of the company, this is a ready-made op- 


will introduce new products including its “Skyliner”™ 
unit designed for roof installation. Acting as hosts will 


, Pai £ be Robin A. Bell, vice president and general manager ; 
portunity for the heating and air conditioning dealer- ae ; 
: 1 ai ‘ition; Harry C. Gurney. general sales manager; Charles C. 

contractor to promote year round air conditioning as ‘ . ‘e 
I ‘i . Owen, national field sales manager; Paul A. Ryan. 

a standard construction practice. nag : : 
Me M 4 teal manager of advertising and sales promotion; and 
r. Mutz suggested that dealer-contractors inten- ¥ jf 
; ; “1 oa Kenneth Crider, manager of manufacturing. 
sify their efforts to persuade builders to use better 


systems and to dramatize the benefits of vear “round 


air conditioning. He listed 25 sales points that could > Errective January 1, 1961, the Detroit Controls 


be used by builder and real estate salesmen to interest Div., American Radiator & Standard Sanitary Corp.. 


prospective home buyers. These sales points stress the became known as the American-Standard Controls 


desirability of construction features included by Div. Geographical expansion of the division’s manu- 


LITTLE GIANT CONDENSATE UNITS... 





designed to fit any Air-Conditioning 


py OF Mechanical Refrigeration Unit! 











Small and compact, this little Giant conden- 
sate unit is the most economical on the 
market. Superior design and quality make it 
the one most preferred by air-conditioning 
manufacturers and distributors. Solve your 
condensate problems by installing a Little 
Giant Condensate unit. 

Write for information about our shallow 


Cat. Nos. 2-C, pan condensate units, designed especially 
3-C20, 3-C25, for installations where minimum height is 
4-C28 important. 


nie: 


P.O. BOX 7025 
OKLAHOMA CITY, OKLA. 











New Home of Little Giant Pump Co. * Triple Production Capacity To Meet Increasing Demand 
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we hear that > CHarves R. McConner, vice president, sales, for 





(Continued) Clarage Fan Co., will begin partial retirement in 

March. His successor as general sales manager will 

facturing operations far beyond the Detroit area was be Alfred L. Otis, manager of the firm’s district sales 
cited as an important reason for the name change. office in Hartford, Conn. Mr. McConner joined the 


company in 1919, and has served in various sales 
capacities. He was named vice president of sales in 
> THE BOARD OF DIRECTORS of Norman Products Co. 
has approved the sale of the corporation’s assets to 
John J. Nesbitt, Inc., Philadelphia. E. A. Norman, 


founder of the Norman firm, will continue as presi- 


1955. Following a few months’ leave of absence, he 
will return to the company to begin working on a 
semi-retired basis. 


eae >» Arr Repuction Sates Co. has produced a 16mm 

film titled “Industrial Gases and Shielded Arc-Weld- 
> Watrer A. Curtis has been appointed general ing” which features recently developed welding 
manager of Peerless Electric Div., H. K. Porter Co. equipment and techniques. Filmed in full color and 
He replaces Shannon C. Powers, who has been named sound, the 27 minute production correlates the story 
general manager of National Electric Div. of Porter of industrial gases — oxygen, nitrogen, hydrogen, 
in Ambridge, Pa. Mr. Curtis has been with Peerless argon and carbon dioxide — with welding appiica- 


since 1947. Before assuming his new position, he was tions. Prints are available on a loan basis. 


manager of fans and blowers. 


> Mopine Merc. Co. introduced its new marketing 


> A NEW GAS FIRED FURNACE introduced last spring program for wholesalers at a central regional sales 
has received a design award for Chrysler Corp.’s meeting held recently in Oak Park, Ill. According to 
Airtemp Div. The model 4110 lowboy was selected for C. C. Wilson, Modine sales vice president, “The pro- 
inclusion in Industrial Design Magazine’s annual gram is designed to sell through wholesalers, not to 
design review. According to the magazine editors, this them. There’s an important distinction. By selling to 
review “is made up of the best designed products wholesalers and treating them simply as customers, we 


from all American industry.” 





INSTALLATION NO. 1 


Inserted directly in chimney aa NOW YOU CAN SOLVE 


with special fittings in =e FI Magee PROBLEM S 


attic space or outside 
Doors 
WITH DEPENDABLE 


Ouickdraft 


are accessible. Single or 
POWER-DRAFT INDUCERS 

















two-speed motor available. 











Ge INSTALLATION NO. 2 
- 2 On top of round, Check these 
bre ; ool . oes Mp mens: =. ! 

amcumees advantages! 
——. Can be 


used for fireplaces . . 
lant enue eee J Stops pulsating and chattering 


, a) eae J Increases heating efficiency and output 
J One unit handles furnace or boiler, 


incinerator and hot water heater on 
single chimney 





Quickdraft power-draft units make fires burn 
brighter. Furnaces, boilers, hot water heaters 


and incinerators operate with higher effi- ¥ Keeps furnaces, boilers and chimneys 
ciency. Perfect draft control ensures more free of soot 
. efficient combustion and complete removal / Stops blow-back of poisonous fumes 
atents of smoke, poisonous fumes and dust. MAIN- . : : 
Yiéon TENANCE IS MINIMIZED BECAUSE  ° [al for homes with outside chimneys 
2.899-574 TMETERE ARE NO MOVING PARTS IN F Fireplace units with special fittings for 
w2820 | EXHAUST LINE. Domestic and industrial direct installation into chimneys with 
Et units are available in 4, 5, 6, 7, 8, 9, 10, 12, 14, single or two-speed motors available 
pending 16, 18, 20, 22, 24 and 30-inch sizes. 


Quickdraf?# | °.0. 8x 87-0 


WRITE FOR DESCRIPTIVE LITERATURE TODAY CORPORATION | S27or |: Ohio 


10177-QD 
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FLANGES THE DUCT 
with Anvaning Speed, | 


Less than 5 seconds on short 


and lighter pieces . 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


we hear that 


(Continued) 





succeed only in filling their warehouses. That’s not 
our objective. We want to sell through the wholesaler 
to get our products to the ultimate consumer. For 
this reason, the new program is designed to orient the 
manufacturer's business and the wholesaler’s business 
to the benefit of the consumer to make it con- 
venient for the consumer to get the right product, at 


the right time and place, and at the right price.” 


a ee Regional managers and sales representatives will 
e ool that does both. 


A complete drive cleating tool... 
no set-up time . . . no adjustments. 2 them with details of the program and answer any 
Handy to take out to the job when , <i questions. 

not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 


material and labor savings. 
. 12 Smith's Cleat Bender 
“ Wide — 


1 = 
. 18 Smith's Cleat Bender 
18” Wide — PERFECT 


. 24 eee Bender DRIVE CLEATS 
fit the duct without 
the use of a screwdriver. 


visit wholesalers in their respective areas to acquaint 


> Water FE. LANpMEsseR has retired as general 
sales manager for packaged products at the York Div., 
Borg-Warner Corp., after 21 years with the company. 
Succeeding him is Richard F. Kelly, formerly man- 
ager of distribution. 


. 30 Smith's Cleat Bender 
30” Wide — 
Also Universal Cleat Bend- 


i 
2 a oo oe oe TREMENDOUS SAVINGS 


Write for nearest in erection time and labor. . . ae ae , 
distributor heating and air conditioning products made by Per- 


> More THAN 200 pistRIBUTORS and their dealers 


recently flew to Jamaica to view 1961 models of 


fection Div., Hupp Corp. As a result of the meeting, 


according to the division, orders booked for im- 


R. E. SMITH MANUFACTURING CO. 


24 ELIZABETH STREET WAUKEGAN, ILLINOIS . . . . 
mediate shipment exceeded total first quarter ship- 


ments in 1960. New products introduced included 


heat pumps, horizontal gas furnaces, filters, burners, 


ee 9 
PORTABLE 
SOOTWASIZER 


FURNACE CLEANER 


cooling coils, and others. 


> Orriciats of Worthington Corp., recently trav- 
elled to Milwaukee to attend the annual operations 
meeting of the firm’s Mueller Climatrol Div. Accord- 
ing to Frank J. Nunlist Jr., Worthington’s vice presi- 
dent of operations, “the five year outlook is bright.” 
Easily carried — 
Heavy duty per- 
formance — more 
economical — max- 
imum filtration — 
maneuverable — 
New elastic top re- 
usable filter bag 


Mr. Nunlist pointed out that residential construction 
is almost sure to increase to meet “exploding” popu- 
lation requirements. Satisfaction of unfilled demands 
will also play an important part in the next five years’ 
growth, according to Mr. Nunlist. H. P. Mueller Jr.. 
president of Mueller Climatrol, predicted a gain of 
about 25 percent in heat pump sales, substantial in- 
COMES COMPLETE WITH 
@ 10’ duck covered hose 
© 27” furnace cleaning 
tool , a 
"a — Py > Bryant Mrc. Co. has opened a new branch op- 
a” hose carrying eration to serve the Baltimore area. The newly 


eAveilable without formed branch is located at 527 W. 29th St. Robert 
wheels 7 J 


creases in cooling sales, and a slight increase in sales 


of warm air units during the year ahead. 


Fairhead, formerly a member of the firm’s re- 


Distributed in Canada by 
Imperial Refractories & Equipment Ltd 


“Inaste: Ci a 4 >» Hear Controuer, INc., has increased its plant 


INDUSTRIESJINC. 


gional sales staff, will head the new operation. 


space by 25 percent with the addition of a new sec- 
tion to its factory at Jackson, Mich. J. A. Knight. 


president, said the addition was necessary because 


109 Lanza Avenue Garfield, New Jersey 
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/ give Expert Service 
and | use... 





WIGWAMN- 
THERMCAP 


Eliminates: 
e 

DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 
RAIN MOISTURE 


FLUE GAS 
CONDENSATION 


The WIGWAM-THERMCAP improves combustion — 
thus saves fuel. Looks good — is good. Keeps entire chim- 
ney dry. Has no moving parts to wear out. Saves costly 
repairs. Poor draft is dangerous; good draft means econ- 
omy. The patented principle of WIGWAM-THERMCAP 
creates a draft-pull at the chimney top ADAPTABLE TO 
ALL CHIMNEYS. 


Special WIGWAM-THERMCAP representatives’ contract available to 
qualifying dealers. 


"My Customers appreciate the DIFFERENCE! 


For details, write to: 


TORO). MACHINE Oil Heating Supplies Div 


7-17 WIllLOwW STREET 


WORKS COMPANY . LYNN. MASSACHUSETTS 








BULLETIN 


tells how 


ANEMOTHERM | 
Air Meter 


saves in balancing air conditioning, 
heating and ventilating systems 


The Model 60 Anemotherm Air Meter, developed 
by the Anemostat Corporation of America, gives 
you — in one convenient instrument — a simple, 
rapid method of balancing and checking any air 
system. It puts at your fingertips, by means of 
color-coded pushbuttons, air velocity, air tem- 
perature and static pressure. e The Anemotherm 
Air Meter pays for itself through time saved on 
only one major job. Write for Bulletin 55 giv- 
ing all the facts. 


AC 1338 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 








ASSURES 
TIGHEST POSSIBLE 
SOLDERED SEAMS 


. without any acids 

. without any cleaning 

. use 50-50 or 95-5 or other 
soft solders with equal assurance 


With LA-CO Flux you can be sure of sound, leak-free 

soldered jobs every time. Its modern formulation clears the 

way for a perfect alloying of solder and metal . . . and 

stretches your solder dollars too 

LA-CO Flux makes physical cleaning and sanding old 

fashioned. All the muscle is built right in, yet it costs no 

more. It works right through metal oxides, oil and grease 
definitely fluxes right through the chemical treatment 

coating on galvanized metals. 

Yet, with all this self-cleaning power, LA-CO Flux is com- 

pletely free of acids. It will not stain metals or injure work- 

ers . . . is safe for use with foodstuffs, oxygen lines, etc 

LA-CO Flux (Regular) is used for soft soldering of copper, 

lead, galvanized iron, tin, zinc and other common metals. 

See for Yourself! Hack-saw a LA-CO Fluxed soldered job 

in half and see the perfect bond. Write on company letter- 

head for sample of LA-CO Regular Flux (Liquid) 

There are other LA-CO Fluxes for all specialized needs . 

in liquid, paste or handy stick form. Flux problems: 

Let our laboratories help; no obligation, of course 


The Loke Chemical Co., 3072 W. Carroll Ave., Chicago 12, Ill. 
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floret 
AIR VELOCITY 
INDICATOR 


Takes guesswork out of 
checking the operation of 
forced air heating, cooling 
and ventilating installa- 
tions. Use it to: 


¢ Check air flow at regis- 
ters, grilles, diffusers, 
convectors, 
Spot objectionable air 
movements in rooms. 
% Detect leaks around 
doors and windows. 
¢ Check air flow in display 
cases, reach-in refrigera- 
tors, walk-in coolers, etc. 
The ideal pocket-size air velocity indicator; 
direct-reading; can be used for checking air 
flow y= mew By small as 4%” in 
FACTORY NET diameter. Range 0-1 ft./min. Supplied 
with pocket case. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


RUSH derails on FLORET Air Velocity indicator to 


NAME__ 


COMPANY a 
STREET ADDRESS 
CITY & STATE__ 








—— re ea a ae en nn a sn ann ae ses Ss 


95 


we hear that 


(Continued) 





of the increasing number of orders received for de- 
humidifiers, central air conditioning units and room 
air conditioners. He said that a portion of the new 


area will be used for warehouse purposes. 


> Conrrois Co. or America has organized a cor- 
porate research and development group whose ob- 
jective will be to study and develop ideas which can 


become the basis for product development projects 


for the company’s various divisions and subsidiary 
companies. The group will be headquartered in the 
firm’s new facilities at 4200 N. 124th St., Wauwatosa, 
Wis. 


> Maxirrot Co. has moved into its new general 
office and research laboratory located in Southfield, 
Mich.. a northwest suburb of Detroit. Included in 
the new structure are a model-making and experi- 
mental shop; a fluid mechanics laboratory for testing 
to pressures of 20 psi and flows up to 25.000 cu ft 


per hr; and a controls research laboratory. 








eb ae 


SWIVEL HEAD SQUEEZER TONGS @ 
For closing Government box lock connection on 
duct work and all standing seams. Swivel head 
makes tongs usable on all four sides n 
either vertical or horizontal position 


for a complete DRIVE CLEAT NOTCHER > @ 
line of SHEET Handles up to 3” wide, 20 ga 
METAL MACHINES ° [i9hter. Hand operated. Mount 


ym bench, or on job with clamp 


AND TOOLS or bolts and screw 


CLIP 
PUNCH > 


For fastening slips 
or seams on ducts 
Will push a “half 
moon thru 3 
thicknesses of 18- 
ga. steel. No ham- 
mering or flatten- 
ing out t» fasten 


slip to the duct 


QUICK SET 
DIVIDERS > 





needed 


ne : ee, | 
Fastest, most accurate on 
the market. Two sizes for ; 
, circles up to 36” and 48”. Cc 
wall §=Removable steel points, or wis 


~+-+ See ink 
REINER & CAMPBELL CO., INC. %2:20",595 =" 














GO TO GOETHEL FOR FAST SERVICE 
... WE HAVE WHAT YOU NEED 


en — FLANGES & 
and up sLOwPInE 

, _— ELBOWS 
<A DUS! 
COLLECTORS 

& FITTINGS 


PVC PLASTIC @ BALL JOINTS 
HOODS — - 
HALF BLAST PIPE — ELBOWS 3" to 12" STOCK 


a ’ Immediate ship- PIPING > 
STOCK ment on stock !0' LENGTHS, 7" 
4 items. Write for & LARGER. i6 ga 
price list. and LIGHTER 
Alfred Goethel Sheet Metal Works, Inc. 
3218 W. Fond du Lac Ave. Milwaukee 10, Wis. 


PEXTO 


NEW MODEL 





BOX and PAN 
BRAKE 


PX-24 
Small, 
Rugged 


A NEW 24" x16 Gauge Capacity Machine 
with many PEXTO exclusive features. 





ALLEN SODER-FLUXES 
FOR STRONGER JOINTS 
For Sodering — Brazing — Welding 


You can get a com- 
slete line of SOD- 
Write us —— Se o 

cai tee ER-FLUXES from 
Sodering Allen for sodering 
ideas-FREE brazing and weld- 

ing all metals 

L. B. ALLEN COMPANY, INC. 
9302 Berenice Schiller Park, Ill. 

—Metropolitan Chicago— 











ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t bave catalog K, send for it NOW 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 
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wholesaler doings. . 





>» W. Leroy Hunter, formerly associated with In- 
diana Supply Corp., has formed a new wholesaling 
operation located at 1701 N. Sherman Dr., Indian- 
apolis. The new firm — Hunter’s Supply Co., Inc. 

will stock galvanized sheets (16 through 30 gage). 
furnace duct and fittings. roof drainage materials, reg- 
isters and grilles and other products for the heating 


and sheet metal industry. 


> Sip Harvey Inc. recently presented the first of 
a series of lectures at Lynbrook, N. Y. The lecture 
was conducted by Ed Cummins, head of the firm’s 
pump rebuilding department in Valley Stream. Mr. 
Cummins pointed out new ways to spot and correct 
trouble on circulators, low water cutoffs and fuel 
units, illustrating his lecture with color slides. The 
company plans to present additional lectures of this 
kind in the future. 


> FRANK J. KerscHer Co. recently entertained 215 
dealer-contractors at its facilities in Manitowoc, Wis. 
Visitors came from all parts of Wisconsin and upper 
Michigan to hear representatives of Mirro Aluminum 
Co. discuss the sales potential of aluminum siding 
and to see a movie showing Alcoa Aluminum Co.’s 
new aluminum gutter system. According to V. J. 
Kerscher, Sr., president of the Kerscher firm, dealer- 
contractors displayed lively interest in the products 
discussed and numerous orders have been received 


at a result of the meeting. 


> Hausman Sree Co., Toledo, has been named a 
distributor of Carrier air conditioning equipment in 
the greater Indianapolis area. The firm, which also 
serves the Fort Wayne area, is headed by Frederick 
1. Hausman. It has been in the air conditioning busi- 
ness for 11 years. Robert Husband, former Carrier 
representative in Cleveland, has been named manager 
of the Indianapolis branch. The company is leasing 
about 5000 sq ft of warehouse and office space at 
1499 N. Harding St. in that city. 


> GENERAL STEEL Wares, Lrp., Canadian distribu- 
tor for the Fedders Corp., has moved its main office 
from 76 Miranda Ave.. Toronto, to 199 River St. 


> A PaRTY OF 74, consisting of midwestern whole- 
salers and their wives, recently flew from Chicago to 
Jamaica to attend the annual meeting of Perfection 
furnace and air conditioning wholesalers. The group 
spent several days on the island, visiting historic 
spots such as Columbus’ first landing place, and other 
points of interest. 
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Xth CENTURY 


HEATING & VENTILATING CO. 


Since 1894 


96 IRA AVE. 


AKRON, OHIO 





ee 
i« 


~ Zs ed | 
7 . 


x 
sTS 9 l1TeTIime YO} 


PRIDE OF OWNERSHIP starts 


Li 


under- 
satisfaction 


1% 


ROUND OAK 


quality. 
ROUND OAK DIviSsSton 


PEERLESS CORPORATION 
1853 LUDLOW + INDIANAPOLIS: “INDIANA 


ites 


al, 
“Tt NOW 4 locations to better serve the growing family of Round Oak customers 


INDIANAPOLIS DOWAGIAC ATLANTA TAMPA 
INDIANA . MICHIGAN GEORGIA FLORIDA 


appointments... 





>» James A. HoLtoway as vice president in charge 
of sales for the Wheeling Corrugating Co., subsidiary 
of Wheeling Steel Corp. Mr. Holloway joined Wheel- 
ing Steel in 1934, has served in the sales division at 
the general offices since 1950. Prior to his election 
as vice president of Wheeling Corrugating Co., he 
was assistant general manager of sales, Wheeling 
Steel Corp. 


> Wittarp B. Buck as sales manager, air condi- 
tioning, for the Danville Div.. Bohn Aluminum and 
Brass Corp. Mr. Buck has served as an instructor in 
the Minneapolis sales school of Minneapolis-Honey- 
well Regulator Co., has been a manufacturers’ rep- 
resentative, and has also held sales management posi- 


tions with manufacturers of air conditioning products. 


> Ropert H. LeSace as assistant product sales 
manager of the “Pop” Rivet Div.. United Shoe Ma- 
chinery Corp. He succeeds Jack H. Schofield, who 
recently became product sales manager. Mr. LeSage 


was formerly district sales manager in Chicago. 


> Ropert E. Recan as a district sales manager for 
the York Div.. Borg-Warner Corp. He will cover 
Pennsylvania. Maryland, Virginia and Washington, 
D.C. 


» Donatp F. AUSMAN as representative in north 
central Indiana, including South Bend, Fort Wayne 
and Elkhart. for J. Wiss & Sons Co. Mr. Ausman cur- 
rently covers Michigan and northwestern Ohio. 
which he will continue to serve in addition to his 
new territory. Richard B. Connell, who now travels 
in southwestern Ohio, will also cover part of Indi- 


ana. 


> Lynn E. Roperts as a representative for Auto- 
Flo Corp. Mr. Roberts’ territory includes eastern 


Pennsylvania. Delaware and southern New Jersey. 


> Kennetu A. Wacrace Jr. as a sales engineer for 


Swartwout Fabricators. Ine. 


> Harry R. McPHerson as Columbus area sales 
representative for Janitrol Heating and Air Condi- 
tioning Div. of Midland-Ross Corp. Mr. McPherson 
will work under the direction of R. B. Thornburgh. 
will handle sales of heating and air conditioning 
equipment for both residential and commercial ap- 


plications. 
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| FASTER WAY 


to apply 
insulation, helps 
GENERAL DYNAMICS CORP. 


and national defense 
Doa 


Better Job 
The first ballistic missile firing nuclear- At a Lower Cost 


pewered submarine, the George 
Washington, built by Electric Boat 
Division of General Dynamics Corp., 
Groton, Conn., has utilized Stic-Klip 


Fasteners and Adhesive with lightweight 
insulation for such vital components as Now, it actually costs you less to get a better 


missile tubes and acoustical equipment. engineered E-Z-ON damper regulator. 


When insulation materials require Here's Proof: ®@ Lower Price...Means Lower Cost to You 
positive, permanent anchoring, plus ® Double Prongs Mean Double-Grip ...No chance of swiveling 
savings in time, money and labor, you ® Washer is Permanently Attached ...No loose washer to drop 
can’t go wrong by using proven, or fall in pipe ® Modern “Swept” Wing Nut is Eye-appealing 

tested Stic -Klip Fasteners and Adhesive. ... Adds new beauty to installations @ Balanced Construction... 


P ee f t. 
Fer nfenntiion ond semples, or on enower to © puedes tae Prevents possible binding of damper in duc 


lation problem, write us today: 


, 2 ® M.A.GERETT CORP. 
7 MANUFACTURING CO., INC. 724 W. Winnebago St., Milwaukee 5, 
68 Regent St., Cambridge 40, Mass. a — i 9 stock E Z N . 


Distributorships “ available in protected territories 

















2 ye : <8 S i > = 
MODEL AV-7—AIR VANE HIGH EFFICIENCY TYPE NON 


For cooling and heating, four-way deflection 
with multi-shutters } K-J-1 Tool NEW STYLE 
. Klenk’s double sliding cam action cut- 





ters give you 20% more cutting power. 
Made possible by more opening in the 
\ 
j 


San Ew Tans aS se Sa 
He lll ees 


————— 
) contact us direct for the 
| 

ane” 





name of our local distribu- 
tor, wholesaler. 


aa 


Klenk’s double action tools give you 20% more 


ARRO-FLO DIFFUSOR AF-20” and AF-30" power with Jess effort. This is made possible by 


HIGH EFFICIENCY BASE-BOARD TYPE OUT-OF-WALL more opening in the jaws and less opening in the 
REGISTER FOR BOTH HEATING AND COOLING PUR- = handles. All Klenk tools are easy to assemble and 
POSES. Our distinctive Arro-Line styling blends with any sur- i any part can be replaced in a few minutes. 
roundings, measuring only 3%/" in height, allowing for ideal : , 

installation under windows. 


Write for Catalog 


GRILLE ANO 


10740 Broadway Ave., Cleveland 25, Ohio 
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appointments 


‘3 GOOD REASONS mint 


> Gene WEISENBERG as heating and air condition- 
ing manager for Day & Night Mfg. Co. He has been 


everywhere like to Sell with the firm since 1955, has engaged in both field 


selling and staff sales engineering activities during 
ey PRODUCTS the past six years. In his new position, Mr. Weisen- 
berg will direct both technical and sales training pro- 


grams for dealer-contractors and distributors. A. J. 





why Heating Dealers 


] The only complete line of humidifiers Horn has been named to head the newly created engi- 
. ° ° . ‘ 

for warm air heating systems neering services department which merges and ex- 
2 pands the previous sales engineering departments of 
« More profitable sales due to greater The Payne Co. and Day & Night Mfg. Co. The new 


product demand department will provide both these associated com- 


3, Superior quality construction panies with technical services including the develop- 


ment and publication of application and_ service 


The New Gakuttile Model 711 Counter- manuals, the operation of sales and service schools, 


bie etc. Mr. Horn is currently president of the Los 
Balanced Humidifier ~<— Angeles Institute of Heating & Air Conditioning 


Here’s a sure bet to increase your ~~ Industries. 

sales and profits. The new Skuttle : 

Model 711 is installed in vertical 

plenums of any warm air heating P , ; ; 
system easily and quickly. There’s > Frank A. Gupa Jr. as manager of the Miami 
no complex mechanism, operates P 
with a single orifice. The Model 
711 is shipped completely assem- a subsidiary of Cerro de Pasco Corp. Previously Mr. 
Padded. Conall aeemaioes Guba was with the United States Steel Supply Div. 
and template included in package. of U.S. Steel Corp., where he served as a sales rep- 
Write for further details on all models of Skuttle Humidifiers. 





branch sales office of the Fairmont Aluminum Co.. 


resentative in the Newark area and later as a field 


— Patented Vapoglas Plates supervisor. Robert W. Walker has been named man- 





ager of the Boston branch sales office. Before his re- 
A Millions of humidifier evaporating plates cent appointment, Mr. Walker was the firm’s inde- 
\\ need replacing annually. Increase your : ; 
‘ NY P s fe y pendent sales representative in the Boston area. He 


\ 
‘ Aas y “) profits by using Skuttle No. 489 Universal ° 
NW NW Vapoglas Plates, designed to fit all seen will represent Fairmont in eastern Massachusetts, 
\ of humidifiers. Skuttle Vapoglas Plates = a oe 1 
NSS have been satisfying customers for years. Maine, New Hampshire, Vermont and Rhode Island. 
URS Get the best, install Skuttle Vapoglas 
. Plates . . . copied but never equalled. 


. i > Puitie B. Lockwoop as West Coast branch man- 
Skuttle-aine Electrostatic, Permanent, — . yearly? 


ager for Chrysler Corp.’s Airtemp Div. He has been 


Washable, Lifetime Air Filters _ _ with the division since 1955. 


Your customers will save; you 
will profit with Skuttle-Aire per- 
manent, washable air filters for ik pees >» Larry Rose as a sales representative for central 
ee ee ) heating controls for Robertshaw-Fulton’s Grayson 
placement costs are completely OO 4 Controls Div. Mr. Rose will cover the Pacific south- 
eliminated. Easy to install, easy nay ; 

to remove for cleaning. Skuttle- 
Aire light weight filters are avail- 
able in all sizes. And they never 
need oiling. 





west territory. 





You can be sure your customers are getting maximum efficiency 
from any installation where Skuttle-Aire Electrostatic, Perma- 


nent, Washable, Lifetime Air Filters are used. @bituaru 


@akuttle MANUFACTURING CO. Stuart Boyd Leigh 


MILFORD, MICHIGAN 
bo Obienehs Clee nents On. Gamunee. Gxt. Stuart Bb. Leicu, executive vice president, Thatcher 
Furnace Co., died December 16, 1960. Mr. Leigh 
joined the Thatcher firm in 1947 as a sales representa- 
tive, later became New England manager. He served 
as assistant sales manager and sales manger before 
becoming executive vice president, the position he 


PERMANENT FILTERS . ‘ 
held at the time of his death. 
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Employment Contracts 
Can Be Too Tight 


(Continued from page 68) 

“The case in which the court in- 
terferes for the purpose of protec- 
tion is where use is made, not of 
the skill which the employee may 
have acquired, but of the secrets 
of the trade or profession which 
he has no right to reveal to any- 
one else matters which depend 


to some extent on good faith.” 


Contract Limits Set 


In conclusion, the court added to 
the general application of this rule 
to the employees of air condition- 
ing contractors or other similar 
industries, “A contract by an ordi- 
nary workman not to enter other 
like employment after leaving his 
employer, would, in my judgment, 
when there was this bare fact 
alone, and no elements of secret or 
valuable information obtained 
which he might or could impart, 
be so unreasonable as to make the 
contract one in restraint of trade 
and personal liberty and therefore 


void.” 


individual Liberty Defined 


Several years before the United 
States Supreme Court had said in 
a decision, which was followed in 
the determination of this contro- 
versy, “All restraints of trade, of 
themselves, if there is nothing 
more, are contrary to public polic y 
and void. That is the general rule. 
But there are exceptions. Restraints 
of trade and interference with in- 
dividual liberty of action may be 
justified by the special circum- 
stances of a particular case. 
~ “It is a sufficient justification 
and indeed, it is the only justifica- 
tion, if a restriction is reasonable 

reasonable, that is, in reference 
to the interests of the parties con- 
cerned and reasonable in reference 
to the interests of the public, so 
formed and so guarded as to af- 
ford adequate protection to the 
party in whose favor it is imposed, 
while at the same time it is in no 


way injurious to the public “e 
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FIELD 
DRAFT CONTROLS 





for oil, 
gas, oil-gas, coal 
and wood 





FOR 
FURNACES, BOILERS, 
INCINERATORS, STOVES, 
AND RANGES 





in all sizes 


for flues from 
5” through 34” 








FIELD CONTROL DIVISION 


Me te 
AFFILIATES 
Spartan Tool Division — Powered Sewer Cleaning Equipment 
Materials Handling Division — Cranes, Hoists 
Conco Building Products, Inc. — Bricks, Tile, Stone 








+++ Move your products in greater volume 


through consistent advertising in this 


Sewice Section... 


Rates for display space in the Service Section are $14.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 








J AIR Loss 


JV AIR 


DISTRIBUTION 


IN 30 SECONDS 
ith 
safe + fast + positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Harvell-Kilgore Corp., Bolivar, Tenn. 














Classified Advertising 


Rates for classified advertising are 
15 cents for each word, including 
heading and address. One inch $7.00. 
Count nine words for keyed ad- 
dress. Minimum $2.50. Closing date 
20th of month preceding publication. 











i SITUATIONS OPEN 


EXCELLENT OPPORTUNITY — for qualified salesmen 
Py « prt “tern th a es io wo 


ESTIMATOR WANTED: General Sheet Metal Shop 


i SITUATIONS WANTED 


SALES MANAGER — Man under 40 desires new 
hallenge a hief es executive of medium to 


gf 


Aggressive, middle-aged salesman with factory, dealer 
i whole experience. Desires posit heating 

and 
refere Addre Key l é Amer Artisan é 


i LINES WANTED 


New Manufacturers Representative Tennessee seeking 


Tower 


Fuser Nrite Der 


MONMOUTH 
HUMIDIFIERS 


Write for descriptive 

literature, prices and 

discounts. Effective 

control of humidity is positively 

assured by installing Monmouth Humidifiers. Simple 

installation and greater customer satisfaction mean 
larger profits. 

CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohie 


FLOAT VALVES for 


Evaporative Coolers, Poultry 
Troughs, etc. 


Operates in 1” of water. 
DAN MOREY 
814 S. Rebertson 
leas Angeles 35. Calif. 
SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 








... are you keeping your Directory Section handy? 


It's one of your most valuable tools — one which will save you many hours of looking 
up the products you need for your various jobs. It's the ONE complete, up-to-date, readily 
accessible source of product information on who makes the blowers, snivs. furnaces, 
fittings, specialties of all kinds, etc., you need — and where they’re located. They're identi- 
fied by trade names, too. EVERY product is listed, alphabetically arranged and printed on 
a distinctive yellow stock for easy reading and reference. Keep it handy. . 
saver — you'll find it in the back of your January issue. 


. it's a time 











7 AGENTS WANTED — 


MANUFACTURERS AGENTS WANTED 


jlity centra residential cooling 
ind electronic filtering equipment 


Part or all of Florida, Alabama 
ppi Tennessee Arkansas 
Texas and Oklahoma 
Exclu territories, top commi 
strong promotional support 
ooperatior developing your 
Competent aggressive responsible repre 
t distribution. Reply giving back 
e and territory desired 
san, 6 N. Michigan Ave 


REPRESENTATIVE WANTED — Manufacturer offering 
ew quality line of registers, grilles, ceiling dif 
fusers, ett s looking for manufacturers’ agents ir 


ect s of the 


etc. Please rer 
higan Ave.. Chicaoo 2 


1% BUSINESS OPPORTUNITY 


FOR SALE: $1,000,000 
ASKING PRICE: $125,000 


The tremendously accelerated growth of my Com’l — 
justrial contracting company and my wholesale 
ng company forces me to sell one to ot 
expansion capital to keep other one growing 
tia $ so great for either that nterested party 
choose the one he wants 1 
1959 sales were 50% ahead of ‘58 
are almost $1 million. We have exc 
4m lines of heating and air 
Location population center 
Intermountain Market. For ¢ 
ite Key 1208, American 
Chicago 2, Ill 


© EQUIPMENT WANTED 
WANTED me One used Model C, Ingel Elbow Ma- 


e with without jigs. Address Key 120 


Vichigan A 





6 N Vlichiaa Ave Chicaac 





ORDER? 


You'll get it quicker if your 
postal zone number is on the 
order blanks, return envelopes, 
letterheads. 

The Post Office has divided 
106 cities into postal delivery 
zones to speed mail delivery. 
Be sure to include zone num- 
ber when writing to these 
cities; be sure to include your 
zone number in your return 


address—after the city, before 
the state. 
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INDEX TO ADVERTISERS 


Firms represented in this issue are identified 
by the folio of the page on which their adver- 
tising appears. Asterisks indicate insertions in 


other issues. 


A & A Register Co., The ns 
A-J Mfg. Co. : 8 
Aerofin Corp ° 
Air Conditioning Div. of American 

Standard 13 
Air Conditioning & Refrigeration In 

titute 81 
Air Control Products Inc 

Inside Front Cover 

Airserco Mfg () 
Albion Division, McGraw-Edison Com- 

pany 


Alco Valve Co 
Allen Co., Inc., L. B 96 
American Gas Association 


Anemostat Corp. of America 95 
Arkion Mfg. Co 4 
Armco Steel Corp 78, 79 


Armstrong Fittings Co 

Armstrong Furnace Co 

Arno Adhesive Tapes, Inc 86 
Auer Register Co., The 

Automatic Humidifier Co 


B. & D. Enterprises 
Bacharach Industrial 
Banner Burner Co 
Barber-Coiman Co 

Bethlehem Steel Co 
Beverly Shear Mfg. Co 

Bostitch, Inc 

Boston Machine Works Co 95 
Bryant Mfg. Co 

Burnham Corp 


Instrument Co 95 


Carrier Corp 
Century Electric Co 23 
Century Eng. Corp Outside Back Cover 
Champion Furnace Pipe Co 


Chrysler Corp., Airtemp Div 
Cincinnati: Elbow Co., The 
Clarage Fan Co 16 
Cleveland Humidifier Co 102 
Coleman Co., Inc., The 
Controls Co. of America, A-P Con- 
trols Div 34 
Crescent Tool Co 7 
Day & Night Mfg. Co 33 
Delco Appliance Div. of General Mo- 
tors Corp 14, 15 
Dieckmann Co., Ferdinand, The 84 
Dodge Corp., F. W 29 
Dowagiac Steel Furnace Co 
Dreis & Krump Mfg. Co 80 
Dry Mfg. Co 
Duro-Dyne Corp 131, 132 
Econo Products Co., Div. of Viking 
Instrument 
Empire Ventilation Equipment Co 
Field Control Div. Conco Engrg 
Works Inc 101 
Flexaust Co., The 91 
Follansbee Steel Corp 
Fraser-Johnston Co 
Freon’’ Products Div., du Pont de 
Nemours & Co., Inc., E. | 
Gaffers & Sattler 24, 25 
Galvan Mfg. Co 
General Automatic Products Corp 
General Controls Company 7 
General Filters, Inc 4 
Gerett Corp. M. A 99 
Goethe! Sheet Metal Works, Inc 
Alfred % 


Great Western Steel Co 
Greenheck Fan & Ventilator Corp 


Hall-Neal Furnace Co 
Hart & Cooley Mfg. Co 

104, Inside Back Cover 
Harvell-Kilgore, Inc 102 
Henry Furnace Co., The 69 
Hussey & Co., C. G 


Independent Register Co., The 103 
Inland Steel Co 

Inlaid Steel Products Co 18 
International Heater Co 3 


Janitro!l Heating & Air Conditioning 
Div. of Midland-Ross Corp 27, 28 


Johns-Manville 83 
Johnson Furnace Co., The . 10 
Johnson Ladder Shoe Co 102 
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Kalamazoo Furnace & Appliance Mfg 


Kirk & Blum Mfg. Co., The 
Klenk, Inc., Karl ; 
Krueger Sentry Gauge Co 


Lake Chemical Co 
Lake Erie Machinery Corp 
Lehigh Ind Inc Subsidiary of 


Air Control Prod., Inc 


Lennox Industries, Inc 
Lennox Tool ond Machine Builders 
Leslie Welding Co., Inc 

Lima Register Company 

Little Giant Pump Co 

Lockformer Co The 9 


Malco Products Co 
Maplewood Machinery Div 
Machine Tool Co 
Mastercraft Industries 
Maurlee Co., Inc 
McQuay-Norris Mfg. Co 
Meyer & Bro. Co., F 
Midiand-Ross Corp 27 
Miller & Doing 
Miller Electric Mfg. Co., Inc 
Milwaukee Electric Tool Corporation 
Minneapolis-Honeywell Regulator Co 


Rockford 


Modern Lighters Inc 
Morey, Dan 
Mueller Climatro! Division of Worth- 


Corp 


ington 


National Grille & Register Co 


National Metal Fabricators 
Niagara Machine & Tool Works 
Olsen Mfq. Co Cc. & The 


Peck, Stow & Wilcox Co., The 
Peerless Corp., The 
Penn Controls Inc 
Perfection Industries, Div. of 
Corp 
Purolator 


Hupp 


Products Inc 


Quickdraft Co 


Olin- 
Win- 


Raimset Fastening 
Mathieson Chemical Corp 

Reiner & Campbel! Co., Inc 

Republic Steel Corp 66 

Reznor Mfg. Co 

Richline Co., Inc 

Round Oak Co., Inc 

Ryerson & Sons, Inc., Jos. T 


System 


Sampson Scientific Div. of Scapco 


Skuttle Mfg. Co 

Smith Company, J. B 

Smith, R. E 

Sonoco Products Co 

Souther Steel & Aluminum Co 
Southern Screw Co 

Standard Stamping & Perforating 
Co 

Stic-Klip Mfg. Cc Inc 

Stoddard Industries, Inc 


Stueck nc., W. Whitney 
Sundstrand Hydraulic Division 


Thor Metal Products Co Inc 

Trane Co., The 

Tuttle & Bailey Div. of Allied 
Thermal Cor 

United Shoe Machinery Corp 

United States Register Co 

U. S. Steel Corp 

Wallace Co., William 

Weirton Steel Co 

Welty-Way Products, Inc 


White-Rodgers Co 
Whitney Metal Tool Co 
Williams Oil-O-Matic Co 
Williamson Co., The 
Wiss & Sons Co. J 
Wright-Temp Mfg. Co 


XXth Century Heating & Ventilating 
Co 


Zatko Metal Products Co 
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No. 311—D-WG grille bars set at 
approximately 35° down 


In these grilles, the openings are 
¥%” x 11l46"’. Interior grille bars are 
¥,” deep. Outer rims up to vertical 
12-inch sizes inclusive are '%o" 
wide beyond wall openings on all 
four sides. On sizes over 12-inch ver- 
tical, outer rims are 1542” wide on all 
four sides beyond wall opening size. 
Approximate depth of all grilles is 
¥%,”. Narrower or wider rims avail- 
able on special order at moderate 
additional cost. 


Always Leading — 
Always Progressing 


i THE INDEPENDENT 


at 


REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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QWETLVENT 


SAVES ON 
INSTALLATION COSTS 


“Metivent saves us about 25% of our labor 
costs.” This actual statement is typical of 
reports from installers from all parts of the 
country. And it is easy to understand when 
once you have used it. Units go together like 
a hand in a glove. No screws at joints are 
required .. . the locking ring simply is slipped 
down over the tabs which instantly engage 
and lock securely. 


METLVENT’S FINE CONSTRUCTION ASSURES 
PERFECT FIT — ALWAYS 


Inner and outer pipes are curled together 
and properly spaced PERMANENTLY. Bottom 
edges are curled to give them rigidity, guard 
against damage and insure original perfect 
shape for easy joining — ALWAYS. 


PROMPT DELIVERIES 


We maintain one of the largest inventories 
of completed items in the nation . . . for 
prompt shipment to wherever you are. You 
can be sure of having what you want when 
you need it. 


Try METLVENT on your next job. You'll like 
its time-and-money-saving features and the 
outstandingly fine installations you achieve 
with it. See it at your H&C Jobbers. 


INDOOR COMFORT 





“ .* 
HART & COOLEY ~~ 
MANUFACTURING CO. 


500 EAST EIGHTH ST., HOLLAND, MICHIGAN 
iN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 









ANNOUNCES 





FH wen CAPACITY 


RETURN AIR GRILLES 
No. 64 DESIGN 





NOS. 640 & 640H 
SIDEWALL GRILLES 
with horizontal fins. 
Standard sizes thru 30x 24. 


NO, 640V — 

same as above but with 
vertical fins. Standard 
sizes thru 20 x 24. 


These newly developed Return Air Grilles with /2" fin spacing 
combine many features of superiority that make them the logical 
first choice for Central Return Air Systems, ventilation, for providing 
combustion air in utility rooms, ventilation in confined spaces and 
return air for Perimeter Systems. Note these outstanding features: 


NEW and EXCLUSIVE H&C ANGULAR FIN DESIGN 
PROVIDES UNMATCHED FREE AREA~—far greater than can 
be obtained with the curved or flat fins used in other grilles 

of this type. So much so that 


SMALLER SIZES CAN FREQUENTLY BE USED, 
WORTHWHILE SAVINGS MADE. 


RATTLE-PROOF: Heavy steel one-piece construction plus the 
considerably greater strength added by the unique fin design 
make these the sturdiest grilles of this type on the market 

.. entirely rattle-proof. 


. VISION-PROOF: With fins set at 30° the openings are 
NO. 647 BASEBOARD GRILLE. virtually vision-proof. 


Available in eight popular standard 


sizes DECORATOR GRAY BAKED-ON ENAMEL FINISH 


AVAILABLE FOR SIDEWALL AND BASEBOARD 
INSTALLATIONS TO SUIT EVERY REQUIREMENT. 


See them at your H & C Jobbers. 


wminiee 


HART & COOLEY 


MANUFACTURING CO. 


500 EAST EIGHTH ST., HOLLAND, MICHIGAN 


IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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The story behind this new combination unit shows 


How CENTURY’S Engineering 


The builder of 500 low-cost homes in Columbus, Ohio, 
wanted to offer year ‘round air-conditioning as standard 
equipment. To help its dealer win the contract for this 
project, Century provided a new combination unit which 
yutclassed all competitive equipment. 


This special year ’round system is a clear example of how 
Century’s engineering helps you win more heating cooling 
sales. Whether it be in a new building, remodeling or 
modernization, Century works for you all the way—to 
lesign and build the better equipment for home, apartment 
yy commercial installations. 


The full story of the Columbus breakthrough in economical 


air-conditioning appeared in a recent contractor publication. 


Send coupon today for your free copy which gives details 
f the installation. 


-Lentur 


EATING - COOL/NG 


| 
' 


NEW AIR-COOLED COMPRESSOR-CONDENSER 
... as furnished for remote installation on the Homestead 
project. Completely assembled and pre-wired at the 
factory, this simplified compressor-condenser makes cool- 
ing easier to install. The complete control panel requires 
only a supply line. 


eS SS SF SF SF SF SS SSF SSS SSF FST SES SSF SESS eee eee ee ee eS 
JERRY JOHNSON, Sales Manager 
Century Engineering Corp., Cedar Rapids, lowa 


Rush me 5-page reprint Have your soles 
of the Columbus story representative call. 


NAME. 
COMPANY. 
ADDRESS.... 


CRY... 


Contractor Wholescler Mfgrs. Rep. 





